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' Annual Conference of 
Insurance Institute 


Modified by War 


E. C. Stone and Other Officers Re- 
Elected; Three Changes in 
Board of Governors 


STRESS EDUCATIONAL NEEDS 





President Stone Sees Insurance 
Faced With Test as Private En- 
terprise; E. R. Hardy Reports 


Edward C. Stone, United States man- 
acer of Employers’ Liability, was re- 
elected president of the Insurance Insti- 
tute of America, Inc. at its annual con- 
ference in New York City or October 
277, Also William H. 
Koop, Great American president, as a 
vice-president; William Cullen, National 
Surety’s president, as a vice-president, 
and Edward R. Hardy as_ secretary- 
treasurer. Three governors of the insti- 


re-elected: were 


tute whose terms expire this year were 
replaced but four others in the same 
category were re-elected. Thus, Sidney 
R. Kennedy, Buffalo Fire’s president, 
R. C. Neuendorffer and K. R. Owen, 
retired Standard Accident vice-president, 
were succeeded by Gilbert Kingan, 
United States manager, London & Lan- 
cashire; H. H. Neale, general manager, 
Neale-Phypers Co., Cleveland agency, and 
John M. Thomas, president, National 
Union Fire. 

Open Meeting of Governors 

Due to the war the conference was 
held in abbreviated form as a luncheon 
gathering at the Drug & Chemical Club, 
New York City, with President Stone 
as chairman and with about forty at- 
tending including representatives from 
local societies and study groups of Man- 
chester, N. H., Hartford, Conn., the 
Kemper Institute of America and the 
Insurance Society of New York. Open- 
ing the board of governors’ meeting 
which immediately followed the luncheon 
President Stone said it was the first 
time that this group had held an open 
meeting. It was featured by the an- 
nouncement that an anonymous donor— 
a fellow of the institute—had offered a 
prize of $200 to be awarded to students 
in this year’s classes “under certain cir- 
cumstances.” His hope is that this 
prize will serve to stimulate interest in 
msurance education. 

President Stone’s Address 

In his presidential address Mr. Stone 
stressed that in these wartime days the 
Insurance business was undergoing a 
test. He put the question: “Is our busi- 


(Continued on Page 28) 











TI, iscsi ciecaceemiee Page 16 
Brokers & Agents. ..............0----- "20 
eS "24 
Casualty & Surety... " 25 








_ NEEDED FOR COMPLETE 
PROTECTION 


Dependable 
Company 








London & Lancashire 
| 65 ARO U P 


| TH.s LONDON & LANCASHIRE INSURANCE COMPANY, LTD. « ORIENT 
| INSURANCE COMPANY * LAW UNION & ROCK INSURANCE COM- 
PANY, LTD. » SAFEGUARD INSURANCE COMPANY OF NEW YORK 
STANDARD MARINE INSURANCE COMPANY, LTD. (FIRE DEPARTMENT) 
LONDON & LANCASHIRE INDEMNITY COMPANY OF AMERICA 


LANCASHIRE — 
E GROUP 







Sound Insurance in a 




















Breathing Space 


a former local citizen whose will was being probated. The w 
simply ten words at the bottom of a letter written to his wi 
left attached to a life insurance policy. The letter:— 


“My dear wife: When you receive this letter, I shall no 
be with you. But I shall still be helping you. The policy to 


after I am gone. 
add anxiety to your grief. 

the old salary has stopped. 
read this message. I hope you may be. 


very economical indeed. Who knows? 


able to leave you over and above this policy. 
or at least you will know it is the best I could do. 





much 


better price for the securities you may have to sell. 
lovingly, I leave all to my wife, Lydia 
estate was tentatively valued at $2,500. The amount of the 


and the name of the company were not given. 


JOHN A. STEVENSON 
President 


WILLIAM H. KINGSLEY 
Chairman of the Board 


INDEPENDENCE SQUARE, PHILADELPHIA 
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The Philadelphia Inquirer recently printed a news story about 


this is attached will bring you my salary each month for a year 
I know you are grieving, but I do not want to 
So many widows get panicky because 

You may be well-to-do when you 
Or you may have to be 
At least you will have a 
year’s breathing space to prepare to live on what I have been 
I hope it will be 


perhaps being able to carry on for a year will enable you to get a 


My 


The letter had been written seven years before his death. The 


THE PENN MUTUAL LIFE INSURANCE CO. 
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longer 
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And 
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will.” 
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Commissions Included 
Under $25,000 Salary 
Limitations Order 


Broad Wording of Latest Washing- 
ton Regulation Covers All Forms 
of Remuneration 


MAY DEDUCT PREMIUMS 


Employer Allowed for Employe 
Premiums; Also May Deduct If 
Payment Is “Hardship” 











Several features of the $25,000 re- 
muneration limits set by the new regula- 
tions of the economic stabilization direc- 
tor, former Justice James F. Byrnes, are 
of special interest to the insurance busi- 
Life insurance premiums are de- 
ductible on already in force 
when payment would be an “undue hard- 
ship.” Amounts paid by employer on 
account of premiums for insurance on 
the life of an employe, and contributions 
by an employer to an employe’s trust 
under an annuity plan are also deduct- 


ible. 


ness. 
policies 


Includes Commissions 

Of special interest to the producing 
forces of life insurance is the evident 
inclusion of commissions in the sweep- 
ing order. The actual regulations issued 
by the economic stabilization director 
defines “salary” as follows: 

“The term ‘salary’ or ‘salary payments’ 
means a'l direct or indirect 
compensation which is computed on a 


weekly, monthly, annual or other com- 
parable basis, except a wage basis, for 


forms of 


personal services of an employe irre-’ 


spective of when rendered, including bo- 
nuses, additional compensation, gifts, 
loans, commissions, fees and any other 
remuneration in any form or medium 
whatsoever (excluding insurance and pen- 
sion benefits in a reasonable amount).” 

Additional salary payments would be 
permitted to take care of premiums on 
life insurance, fixed obligations and past 
income taxes “where the recipient has 
no other source of income which can be 
utilized for these purposes.” 

Treasury officials have estimated that 
a person would have to make a great 
deal more than $25,000 a year to be af- 
fected by the limitation after taxes and 
other permitted deductions are taken. 
While the limitation applies to “Salary, 
bonuses, additional compensation, gifts, 
commissions, fees, and any other re- 
muneration in any form or medium 


(Continued on Page 12) 
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DOLLAR-A-WEEK 
THRIFT PLAN 
The thousands of sales made by tna 
Life Salesmen on the $1-a-Week Thrift 
Plan since its introduction in 1941 are 
testimonials to the salability of such 
a plan. Literally tens of thousands of 
sales interviews have been conducted 
and the plan has continued to be ex- 


tremely popular with the sales force. 


os 


DIRECT MAIL 

DIGEST PLAN 
Developed as pre-interview mailing for 
/Etna’s famous Digest presentations, this 
sales stimulator has proved a welcome 
task-master in enforcing time control. 
It gives the Salesman the heartening con- 
fidence that he has already been intro- 
duced in an emphatic way. In short, it 


is helping the AEtna Salesman sell. 


The Etna Life Insurance Company 


The Automobile Insurance Company 





SOCIAL SECURITY 
SALES PLAN 
Working with Etna Salesmen in the 
field, the Home Office has developed a 
concise presentation of Social Security 
benefits as a service to policyowners. 
When keyed to a special chart and sales 
talk, reports of sales through the Social 
Security approach began to roll in. Re- 


sults continue to be dramatic. 


ca “ : 
es} 
Ft <@ 
TEN-A-MONTH 
THRIFT PLAN 


Many leading AEtna producers told us 





that we needed a sales plan as compelling 
as Dollar-a-Week Thrift but in a larger 
/Etna’s 


Guaranteed Thrift Plan has been com- 


unit. Consequently famous 
pletely revised to incorporate exactly the 
same sales appeal that has proved so suc- 


cessful in its $1-a-week counterpart. 


AFFILIATED ATNA LIFE COMPANIES 


The tna Casualty & Surety Company 


The Standard Fire Insurance Company 
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Pearce Shepherd, associate actuary of 
the Prudential, addressing. the joint 
meeting of the Actuarial Society and 
the American Institute of Actuaries at 
Toronto last week, discussed cost of un- 
derwriting procedures. He said in part: 





In connection with one phase of our 
Ordinary underwriting we recently want- 


F ed an estimate of the cost of issuing a 





standard policy to a rejectable life, con- 
sidering only the claims that would be 
incurred in excess of normal. We de- 
cided that this cost could be taken as 
at least $80 per thousand dollars of in- 
surance. It may be more than that for 
some kinds of rejections, and less for 
others. It will be more at ages over 
50 than at ages under 50, but the varia- 
tion is not as great as might be ex- 
pected. It will vary some with the factor 
of persistency because it is an estimate 
of future losses. It is, I believe, a rea- 
sonable figure for Industrial as well as 
Ordinary. This figure is in line with 
the amount used in Group insurance to 
represent the loss involved in issuing 
Ordinary insurance without evidence of 
insurability to lives converting Group in- 
surance certificates. We know that a 
large proportion of such lives are either 
uninsurable or insurable only at a rat- 
ing. Until there is something better 
available $80 will do as a figure to talk 


| about. 


i 


Measuring Yardstick 
If the cost of a particular underwriting 
procedure is $1 per application, how 
‘ many rejections will that procedure have 


' to unearth in order to make it profitable, 


ignoring for the purposes of simplicity 


If the procedure being studied costs 
$3 per application, then five times as 
many rejections would have to be found 
as would be necessary to justify a pro- 
cedure costing $1 per application. The 
rejection figures in the table are not sig- 
nificant in themselves except in so far 
as the estimate of $80 per thousand dol- 
lars of insurance is valid; they are sig- 
nificant relative to each other because 
whether the estimater of $80 is right 
or not, they show the logic of rules that 
vary by amount of insurance applied 
lor, and that vary by age (because re- 
jection rates are known to be higher at 
the older ages than at the younger ages) 
and that vary in any way that subjects 
‘0 more searching examination the 
groups that are known to contain more 
than an average proportion of undesir- 
able lives. This table can be used as a 
Yardstick to measure any procedures 
where it is possible to analyze rejec- 
lions and credit them to specific pro- 
cedures, 

The acceptance of applicants without 
medical examination is the most familiar 
underwriting operation that involves the 
Weighing of excess claims against ex- 
Penses saved. Most Industrial insur- 





ance is written on a non-medical basis 
without any misgivings, but the point 
at which examinations would be justified 
has never been determined as closely as 
it has in Ordinary. 

Many companies accept Ordinary ap- 
plications for small amounts at ages 
under 40 without medical examinations. 
Others are taking this step just now 
because of the shortage of examiners. 
There have been many studies aimed at 
seeing whether or not the rules adopted 
were justified economically. The usual 
test consists of measuring the mortality 
experienced on the non-medical issues 
by means of a proper yardstick. This 
is not as easy to choose as might be ex- 
pected. If the experience is compared 
to the experience on medically examined 
business of the same years and at the 
same ages, it must be remembered that 
the medically examined portion includes 
those cases originally submitted on a 
non-medical basis which were accepted 
only after an examination had been 
made, and even then were probably of 
a borderline nature. The medically ex- 
amined group includes cases for larger 
amounts of insurance which are sus- 
pected of being subject to some degree 
of excess mortality. On the other hand, 
the non-medical experience includes a 
larger proportion of applicants who are 
in the lower income groups and may be 
subject to some excess mortality on that 
account; even a medical examination 
might not bring their mortality down 
to the level of the mortality obtained on 
the higher income groups. 


Value of Excess Claims Analysis 


any other value the procedure may In the Prudential we compared the 
have? Table 1 gives the answer: experience on our Ordinary non-medical 
Table 1 
Saving in Number of 
Cost of Excess Claims Rejectable Cases 
Amount Procedure on per Case to Cover Cost 
Applied For 100 Applications (at $8 per $100) of Procedure 
$100 $100 $8 12.50 
200 100 16 6.25 
300 100 24 4.17 
400 100 32 313 
500 100 10 2.50 
600 100 18 2.08 
700 100 56 1.79 
800 100 64 1.56 
900 100 72 1,39 
1,000 100 80 1.25 


applications written by our Industrial 
agents with the mortality experienced 
on medically examined cases written by 
the same agents. We projected the ac- 
tual experience until we thought we had 
included all the excess mortality that 
could be attributed to the lack of an 
examination. We found that the value 
of the excess claims on issues under age 
30 was insignificant compared with the 
savings in expenses; at ages 30 to 35 
our maximum of $2,500 appeared about 
right; at ages 35 to 40 excess claims 
would exceed the savings except possi- 
bly on $1,000 applications. What little 
experience there was at ages 40 and 
over indicated clearly enough that excess 
claims would more than wipe out any 
saving in expense. 

An analysis of rejections due to med- 
ical examinations would undoubtedly lead 
to the same conclusions. 

Several companies writing Industrial 
insurance have established the practice 
of having all or nearly all of their ap- 
plicants inspected before issue. They 
report that the improvement in mortality 
alone pays the cost of inspections. Other 
companies select classes of applicants 
which they have inspected. They report 





PEARCE SHEPHERD 


finding some 10% to 30% rejection rates 
in these groups. It is obvious from 
Table 1 that such a procedure is of 
direct value. Our own experience with 
inspections in Industrial is not exten- 
sive enough to justify any comment. 

Other procedures may be tested in 
this same way. We can test at what 
ages it would be profitable to pay our 
examiners a larger fee to take blood 
pressures in all cases and at what ages 
it would not. It would be somewhat 
harder to test the value of attending 
physician’s statements, home office urin- 
alyses and other such tests because they 
usually only add to information we al- 
ready have, and thus cannot be credited 
with the full value of a rejection except 
in a rare instance. 

There is another phase of underwrit- 
ing that interests me. How far does ii 
pay to go in attempting to pick insur- 
able lives out of a group known to be 
doubtful as a whole? If we cannot ac- 
cept a group of lives without medical 
examinations because of certain histories 
that have been admitted and 30% of 
those we do examine will be found 
rejectable, does it pay in dollars and 
cents to examine any of the group? 


Table of 10,000 Applicants 


In Table 2 I have broken down 10,000 
applicants into four. groups. Group 1 
consists of those applicants that appear 
insurable without question on the basis 
of the application alone; everything is 
regular and aboveboard. Group 2 con- 
sists of individuals falling in certain oc- 
cupational groups, age groups or groups 
which experience has shown contain 
some bad risks; they cannot be insured 
without further investigation. Group 3 
consists of those who have admitted 
certain histories that can only be cleared 
up by a medical examination and per- 
haps other tests. Group 4 consists of 
those very doubtful cases that must be 
rejected unless they can be thoroughly 
examined. 

Let us assume that it would cost 25 
cents a case to underwrite Group 1, $1 a 
case to underwrite Group 2, and $2 a 
case to underwrite Group 3. Let us fur- 
ther assume that there is an allowance 
in our premium for underwriting ex- 
penses amounting to 50 cents per appli- 
cation accepted. 

The 8,000 applicants in Group 1 can 


Underwriting Procedures Discussed Before 
Actuaries Meeting By Pearce Shepherd 


all be accepted. The cost of underwrit- 
ing is $2,000 and there is a surplus of 
$2,000 left out of the allowance contrib- 
uted by this group. 

Of the 1,200 applicants in Group 2, 
100 will be rejected. It costs $1,200 to 
underwrite this group and the 1,100 that 
are accepted contribute $550 to our bud- 
get. (Note that we spend more than 
this group by itself will contribute.) On 
Groups 1 and 2 we have spent $3,200 
and have $1,330 left out of our budget. 

Out of the 600 applicants in Group 3, 
200 will be rejected. It costs $1,200 to 
underwrite this group and the 400 ac- 
cepted contribute $200 to our allowance. 
(Note that we spend six times as much 
as this group contributes.) On Groups 
1, 2 and 3 we have spent $4,400 and have 
$350 left to spend on Group 4. 

The 200 applicants in this group are 
the real problem. We could reject them 
outright at a cost of, say, $50 and show 
a saving of $300 in expenses. We might 
put them through the same procedure 
as we did Group 3 at a cost of $400 and 
find a few that could be accepted. The 
total underwriting cost would then be 
$4,800, which would slightly exceed the 
amount contributed for expenses. 

The table assumes that the acceptable 
lives in each group are equally satis- 
factory as far as mortality is concerned. 
It assumes that the applications are all 
for one amount or that the 50-cent al- 
lowance is an average allowance; actual- 
ly, a policy of $500 would contribute 
twice as much to the budget as a policy 
of $250 and this might be considered in 
establishing rules. 

There are several courses we might 
follow in underwriting these 10,000 ap- 
plicants. 


What Group Figures Show 

We could say that we would accept 
only the cases falling in Group 1 and 
would then show a saving of $2,000 on 
our budget. We would have a 20% re- 
jection rate and probably no agents after 
six months. This plan would not sat- 
isfy the agents and would not be fair 
to the applicants in the other groups 
who could safely be insured. 

We could reject outright applicants in 
Groups 3 and 4 and would then show a 
saving of $1,350 on our budget. We 
would have a 9% rejection rate and 
might hoid some of our agents for more 
than a year. The reduction in under- 
writing expenses would be negligible 
alongside the dissatisfaction of the 
agents and public that would follow 
this course 

We could reject outrivht only those 
applicants in Group 4, stay within our 
budget and have a 5% rejection rate. 
Or we could treat Groups 3 and 4 alike, 
spend all our allowance and perhaps 
more and still show a rejection rate of 
nearly 5%. 

Either of these last two courses would 
leave our agents and the public feeling 
that we had been reasonable and fair. 

This analysis oversimplifies the prob- 
lem but it does bring out the idea that 
there is a limit to what we can reason- 
ably spend in order to find an insurable 
life. Whether we consciously realize it 
or not, we are operating under an over- 
all limit on what we can spend on un- 
derwriting. It also shows how and why 
we now spend more on some groups of 
applicants than they will contribute 
toward expenses. The figures are purely 
illustrative and are presented for the 
sole purpose of making the discussion 
concrete. 

We are now in the midst of some in- 


(Continued on Page 13) 
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Penn Mutual Shows 
How-to-Sell “Talkie” 


RESULT OF YEAR’S RESEARCH 

Pioneering in Scenic, Rather than Mere- 

ly Narrative, Technique Tested Again 
in Philadelphia 





The art of showing, not merely telling, 
just how life insurance may be sold in 


these swiftly changing times has been 
carried a step farther during the past 
few weeks at a sales conference in the 


home office agency of Penn Mutual Life 
in Philadelphia. 
This time actual sales scenes were 
projected on a screen while a_ phono- 
eraph gave voice to the actual dialogue 
with the prospect. In the conference 
a vear ago techniques were presented 
through the medium of playlets. 
The pioneering in practical methods 
result of another vear of research 
by Joseph M. Reese, CLU, general agent, 


5 the 


and his staff. Actual production was 
supervised by Runcie L. Tatnall, CLU, 
assistan Mr. Reese. 


In an illustrated talk titled, “Market- 
ing Principles in Life Insurance,” Mr. 
Reese explained that marketing may be 
broken down into three divisions: spiral, 
vertical and horizontal. The first, he 
explained, is in terms of individual needs 
common to all people. The second is in 
terms of strata. The third is in 
terms of occupational classification. 

The Players 

In this latest sales demonstration by 
rather than by mere narrative, 
William F. Lee, CLU, acted as commen- 


social 


scenes 


tator and critic while William T. Col- 
born’s voice was dubbed in as_ under- 
writer. Charles H. Smith, CLU, did the 


color photography and produced the rec- 
1 


ords. 

Discussing the woman’s market, Frank- 
lin G. Stull, CLU, was aided by a series 
f stage skits dramatizing five different 
types of prospect. The clerical, business 


and professional, defense worker, house- 
wife and father-and-daughter—all were 
treated scenically. These playlets, writ- 
ten and directed by Marion J. DuPaul, 
head of the women’s unit of the agency, 
were nut on by the group of women un- 
derwriters. These are Alberta Lum, Mar- 
jorie Reed, Ethel Bregen, Nancy New- 
land, Alma Paul, Mary Emily Whelan, 
Caroline E. Owens and Helen Heydrick. 

Joseph Garland, in charge of the agen- 
cy prospect bureau, with his two daugh- 
also participated as well as four 
secretaries of the staff, Eleanor Ott, 
Blanche Roberts, Allice Shannon and 
Bernice Messick. 

The final feature of the sales confer- 
ence was also given through the device 
of colored photography slide projection. 
Harry R. McCoy presented a new per- 
sonalized direct mail series, which will 
be used for mind-conditioning prospects. 
His detailed explanation was illustrated 
by slides showing the various letters 
making up the series and the different 
groupings that will be available for defi- 
nite markets. 


ters, 





SEVEN GET CLU IN NEWARK 
Hear Myrick, Mutual Life of N. Y., 
on Designation Significance at 
Jersey Underwriters’ Meeting 
Seven life underwriters in the Newark 
area received their CLU diplomas at a 
luncheon meeting held jointly by the Life 
Underwriters Association of Northern 
New Jersey and Newark Chapter, CLU, 
in the Robert Treat Hotel, on October 
22. Association President John A. Ram- 
say was chairman. Julian S. Myrick, 
1 1 president of Mutual Life 
and chairman of the board 
College of Life Under- 
speaker, explained the 
CLU designation. 
1¢ seven who received diplomas were 
Frank J. Beebe, Henry M. Kennedy, and 
n S. Weier. of Prudential; George 
rman E. Hoffman, Abraham 
Louis A. Manzo, Jr., 
Life. T. Gibson Smith, 
ial, received a certificate of pro- 


1 
mportance of the 


Cohen, He 
plan 


of Metroy 


and 


olitan 


Addresses Actuarial Group 





© by Pach Bros. 
HORACE R. BASSFORD 


The Metropolitan Life’s actuary was 
one of the speakers before the joint 
meeting of the Actuarial Society and 
the American Institute of Actuaries at 
Toronto last week. A synopsis of his 
informative paper on factors in premium 
calculations appears on Page 10 of this 
issue of The Eastern Underwriter. 





W. J. GRAHAM ATTENDS 

William J. Graham, vice-president, 
Equitable Society of New York, was 
among those present at the annual con- 
ference October 27 of the Insurance In- 
stitute of America, Inc., held in Drug & 
Chemical Club, New York. Mr. Graham 
is a past president of the society and a 
fellow. 
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Typical Life Policy 
In Conn. Shows Rise 


DOWNWARD TREND REVERSED 
1941 





Gains Are Revealed in 
Report of State Insurance 
Commissioner 


Other 





The declining trend in the average 
size of life policies written in Connec- 
ticut, which was checked in 1940, was re- 
versed in 1941, according to a summary 
of the Connecticut Insurance Depart- 
ment annual report issued by Insurance 
Commissioner John C. Blackall. The re- 
port covers the 1941 experience of 49 
licensed legal reserve companies and is 
based on their filed statements as of 
December 31, 1941. 

The average Ordinary Life policy 
written in Connecticut last vear was 
$1.666. as comnared with $1,606 in 1940 
and $1,607 in 1939. The comparable fir- 
ure for 1938 is $2,079 and for 1977 
$2,146. The number of Ordinary Life 
policies issued in Connecticut durine 
1941 was 101,370, an increase of 14,044 
over the total for 1940. New Ordinarv 
Life insurance issued in 1941 totaled 
$168.867,756, as against a total of $140,- 
214.464 issued in 1940. 

The following companies were the 
leaders in new Ordinary business issued 


in Connecticut in 1941: 

Metropolitan Life, $34,561,855; John 
Hancock, $24,182,759: Prudential, $23.- 
672,493; Travelers, $7,871,448; Connecti- 
cut General, $6,888,817 and Massachusetts 


Mutual, $5,381,502. 
In Force Leaders 


The leaders from the standpoint of 
Ordinary life insurance in force in Con- 
necticut, as at the end of 1941 were: 

Metropolitan Life, $385,685,602; Pru- 
dential, $187,183,252; John Hancock, 
$132,116,808; Travelers, $108,033,006; Con- 
necticut General, $86,839,163 and Aetna, 
$68 240,658. 

The fourteen 
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Group business in Connecticyt ; 
wrote $141,812,900 in new Gand Lit I 
surance in the state, an increase ean 
417,266 compared with the amount wi 
ten in 1940. Group insurance jn - 
in Connecticut increased during the ee 
from $308,407,480 to $390,259,817, of wi" 
amount $244,042,285 was in (Ce Mh 
companies. 

New Industrial Life insurance ( 
Connecticut company writes this $a 
business) issued in Connecticut in 104 
amounted to $51,834,135, compared yin 
$48,137,929 issued in 1940. The i ag 
policy was for $348. ae 

Life insurance of all kinds—Ordin 
Group and Industrial—written on 
lives of Connecticut residents ; 1 
totaled $362,514,791, compared with | throvgh 
total of $269,748,027 written in 1949, ‘1! eg 

Total New Ordinary The 


Total new Ordinary Life instirang, home t¢ 
written during 1941 by the 49 reporting munities 
companies amounted to $6,146,411,04 ,,) their ¥ 
compared with $5,518,951,813 during Joy plained. 
Total new Industrial business amountyjy theit W! 
to $1,831,073,860 during 1941 as againyfit is ph 
$1,726,605,634 during 1940. Total ey} calities. 
Group business rose in 1941 to $577} | Tieve th 
506.044 from $3,616,284,384 produced jg} overwor 
1940. ‘Pour sale 

Total life insurance in force (exce,} insuranc 
Group) in the 49 companies for the en. interrup 
tire country at the end of 1941 was $y.\sible.” 
575,577,220, compared with $84,690,205q)) Under 
at the end of 1940 and $83,217,877,576 a} ness. ma 
the end of 1939. The Connecticut con.f and in t 
panies had a total of $7,590,597,081 jn} 00 popt 
force as of December 31, 1941, compare eral cen 
with $7,424,892,149 as of December 31} 50,000 p 
1940, }to large 

Total Group Life insurance in forfin the _ 
for the entire country in the 23 licensefsuch cit! 
companies that write such business wa 
$16,818,240,128 at the end of 1941, a ne 
increase of $2,442,266,122 during th The ( 
year. The Connecticut companies hai tions on 
$6,093,748,502 in force at the end of 19|{insuranc 
as compared with $5,127,009,542 in force! the cast 
at the end of 1940. igingle W 

The downward trend in policy loan from hot 
held by the companies continued ra oe | 


—— 


Reli 
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T. J. N 


Connecticy 


Exclude 


ties 





With 
drain av 
ary surance 
_ adopted 








1941. As of December 31, 1941, polio|third-pa 
loans in force in the 49 reporting com-{epted 1 
panies totaled $2,432,943,157, represent.{£4S¢s- 
ing 8.45% of their total admitted asses), The cc 
as compared with 9.55% at the end oj/msuranc' 
1940. The percentage of policy loans tjsuranc' 
total assets in Connecticut companies" the 1 
declined from 9.86% to 8.61% during" ma 
1941, tonsider 
The percentage of mortgages held ippanplicati 
total assets was practically stationan,j"e tim 
while that of bonds increased during/M& om 
1941. Mortgage loans and bonds held byjatcé 07 
the 49 companies as of December jI}#¢ whe 
1941, were 18.31% and 60.85%, espero" such 
tively, of their total admitted assets, apt? ann! 
compared with respective percentages off 5,000. 
18.22 and 57.71 as of December 3], Mf Under 
The percentage of stocks to total «t's exp 
sets of the companies declined from 2k ingle wo 
to 1.91, while that of real estate droppei loved a 


from 6.25 to 5.30 during the year. og 
SIS, 


Standard 

STATE LIFE, IND., IN MERGER fonly if | 
State Life of Indianapolis has reitfue to ar 
sured the business of Hearthstone Litfazard. 
of the same city, Robert E. Sweene andard 
president of the continuing company la inly on t 
announced. Purpose of the merger, Fratif&aminat 
P. Manly, president of Hearthstone hi To que 
explained, is to reduce expenses, iS non-1 
crease assets, give better service. Statt/ave hac 
Life is one of the oldest and largest mM@ve wri 
the Middle West. Hearthstone is ontfitandard 
of the youngest, its operations beingflirance, 


































confined to Indiana. Among 
7 Soverning 

nim 
S. W. HART DIES SUDDENLY fending 


Sanders W. Hart, until his retiremt!) 
two years ago New Haven superintety 
dent for John Hancock Mutual, died sv7* 
denly at his home in that city on Octobt Peter } 








24. He was 80 years old. Ent of 
fed at | 
nes age 

D. D. PHILBY, DEAD Bank By 


David D. Philby, assistant managet "Bitober 2 
the Ordinary Life office of MetropolllMent jn 
Life died October 26 at his home Mning ¢, 
Queens Village, L. I. He was 49 yeas Mr. 
old and had been an employe of "ency §, 
company for thirty-three years. 
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Reliance Life Adopts 
Non-Medical Business 


TJ McKENNA OUTLINES RULES 





Residents of Larger Communi- 
at") Women Not Gainfully 


‘ANCE (ry 
” Employed; Limits Age 


is Class of 
ut in 194) 
ared with 
ie AVErage 





With the armed forces continuing to 
drain away physicians, Reliance Life In- 
surance Company of Pittsburgh has 

non-medical insurance and 
T. J. McKenna, vice-president 
a set of rules governing its 


-Ordinary 
N On the» adopted 
; I through 
1 with has issued 
n 100, issuance. we 
“The physicians who must remain 
home to serve the people - their com- 
iti ave ; ¢ double 
munities have more than u I 





Insurance 
reporting 


411,804, stheir work, Mr. McKenna has ex- 
iring toy plained “As a consequence, in spite of 

£ Ah < rr a REN oy 1 Sa on 
y 7 jillingness to serve our salesmen, 
amountely thet willing “i 


it is physical impossibility in many 


US againsl : : 
ei calities. We must do something to re- 

a \) @ be a, me 
to $571 fieve those physicians of some of this 
oducts 2 overwork and, at the same time, enable 


our salesmen to spread the blessings of 
‘asurance among the people with as little 


€ (excen} A 3 : — , 
or ep interruption and inconvenience as pos- 
"a. ” 
was $v7.\ sible. ; 3 
nel Under the new rules non-medical busi- 
205,642 


ness may be written in rural territory 
and in towns and cities of less than 50,- 
(0 population according to the 1940 fed- 
eral census except that towns of under 
50,000 population which are contiguous 
to large cities and commonly included 
in forepin the metropolitan area centered in 
3 licenseitsuch cities will not qualify. 
iNeSs Wa Age Limits 


877,576 a 
‘icut com. 
597,081 in 
compared 
ember 3) 





941, a net e applic: 
iring th The company will consider applica- 
anies hajtions on the non-medical basis between 


d of 1ojfinsurance ages 15 and 40 inclusive in 
in forathe case of men and in the case of 
single women gainfully employed away 
from home. The insurance must be per- 
sonally applied for—that is, a so-called 
third-party application will not be ac- 
cepted in connection with non-medical 


licy loans 
ed during 
41, policy 
ting com: 


represent. |Fases. ; 
asses}, The company will consider up to $4,000 


1e end cijmsurance on male lives and up to $2,500 
> Joans pitsurance on single women who qualify 
companies" the non-medical basis. These limits 
yp duringi#t€ Maximum amounts which will be 
tonsidered on the basis of non-medical 
s held pia?Plications, whether applied for all at 
tationar,gone time or over a period. However, 
-d during!@ company will not write any insur- 
1s held byjance on the non-medical basis on any 
smber ile where the insurance now in_ force 
5, respec: fo" such life plus what is currently be- 


" 
assets, 4 





















ing applied for amounts to more than 
5,000 


nitages of fs n ue ; P ay 
- 3] Jog, Under the heading of “excluded risks 
total alt 8 explained that married women and 
from 2hpgle women who are not gainfully em- 


loved or who are employed at home 
ill not be written on a non-medical 
asis. The company will consider sub- 
andard business on a non-medical basis 
Oly if the reason for sub-standard is 
ifaue to an occupation involving no health 
itMazard. All other cases involving sub- 
Sweeneifstandard insurance will be considered 
ly on the basis of a completed medical 
amination, 

0 qualify for the privilege of writ- 
& non-medical insurance, agents must 
ve had six months’ experience and 
ave written and paid for ten or more 
Mandard cases for a total of $50,000 in- 
Sirance, 

Among other rules laid down are those 
pverning accident and health limits, 
Inmum premiums and method for 
indling the non-medical application. 


e droppel 
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died sutpt. C. JONES IN NEW OFFICES 
1 Octobe BPeter M. Fraser, executive vice-presi- 
Bit of the Connecticut Mutual, offici- 
ed at the opening of the Claude C. 










) Nes agency's new offices in the Liberty 
= nk Building, Buffalo, New York, on 
anagel tober ?| M ] *% = | as een al 
fit Tel. Mr. Jones has been genera 
tropo ent in B ffal ¢ - a 
home if." Pultalo for more than a year, 
49 yeatl v aL trom a similar post in Indianap- 
e om : Mr. Fraser complimented the Jones 
s Ny for “its fine record of the last 






er, ending the third quarter with a 
vo Increase in business.” 








WILSON AT LIFE MEETING 





United Aircraft Head to Address Agency 
Officers in Chicago on 
November 19 

Eugene E. Wilson, president of United 
Aircraft Corporation, will be a speaker 
at the joint annual meeting of the Asso- 
ciation of Life Agency Officers and the 
Life Insurance Sales Research Bureau 
to be held at the Edgewater Beach 
Hotel in Chicago, November 17 to 19. 
Mr. Wilson’s address will be the con- 
cluding feature of the final general ses- 
sion of the meeting on Thursday, No- 
vember 19, Manager John Marshall Hol- 
combe, Jr., of the bureau has explained. 

Having made a number of addresses 
at various insurance meetings through- 
out the country, Mr. Wilson is well 
known to insurance men. He is a grad- 
uate of the Naval Academy and served 
with distinction as an officer on U. S. S. 
Arkansas in the North Sea during the 
World War. Aas Lieut. Commander 
Wilson, chief of the engine section of 
the Bureau of Aeronautics, he played an 
important part in the develonment of 
the air-cooled engine in the years im- 
mediately after that conflict. 





MATHER JOINS AIRCRAFT CO. 
Walter B. Mather, for the past eleven 
years with Connecticut General Life in 
Hartford, has been appointed assistant 
secretary of United Aircraft Corp., to be 
in charge of that concern’s insurance. 
He succeeds Robert Etherington, who 
resigned to become a lieutenant in the 
Navy. With Connecticut General Mr. 
Mather specialized in the sale and serv- 
icing of Group insurance. He began 
his insurance career with Aetna Life. 





Wilmer M. Hammond, Jr., assistant 
general agent in the Wilmer M. Ham- 
mond general agency of the Aetna Life 
Insurance Co., who has been a lieutenant 
in the U. S. A. Reserve Corps, has been 
called to active duty as a second lieu- 
tenant in the Air Corps and has reported 
to Santa Ana for duty. 


10% MORE WORKING HOURS 


Announcement About Prudential Clerical 
Force; Temporary Addi- 
tional Compensation 

Due to the war emergency, the Pru- 
dential has increased the working hours 
of its clerical employes by 10% it was 
announced here today from the home 
office. Temporary additional compensa- 
tion will be paid in connection with this 
increase in hours, to all clerical employes 
in the home office, the field offices and 
in the branch mortgage loan offices in 
the United States whose salaries are less 
than $300 a month. 

Only those employed on a full time 
basis are affected. 

The temporary additional salary will 
be 10% of the salary now received, but 
not less than $20 a month, for all such 
employes whose salaries are $250 a 
month or less. Employes whose salaries 
are more than $250 a month but less 
than $300 per month will receive a 
scaled-down temporary additional salary. 





NEW FRANKLIN LIFE AIDE 
B. J. Stettegast Joins Illinois Company 
as Assistant to President 
Charles E. Becker 

B. J. Stettegast, Houston, Texas, at- 
torney, has been appointed assistant to 
President Charles E. Becker of Franklin 
Life of Springfield, Ill. For twelve years 
he has been with the Great American 
organization. He was educated at Cum- 
berland University and the University 
of Texas and was admitted to the bar 
in 1925. 

Mr. Stettegast has already moved his 
family to Springfield and has assumed 
his new duties there. 


Mutual Life Clauses 


The Mutual Life of New York an- 
nounces that it has liberalized the war 
and aviation clauses in its existing poli- 
cies. 











Save wisely TODAY — for TOMORROW 
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A. E. N. Gray, Prudential, 
Dies Suddenly at 57 


MUCH IN DEMAND AS SPEAKER 


Collapsed at His Desk; Son of Late 
Edward Gray, Prudential Vice- 


President 





While seated at his desk in the home 
office of the Prudential Wednesday 
afternoon, A. E. N. Gray, assistant sec- 


retary of the Ordinary agencies depart- 
ment of the Prudential, died of a heart 
attack. 


He had been in apparent good 





A. E. N. GRAY 
health and at the time was conferring 
with an associate. He was 57 years 
old. 
Mr. Gray was one of the outstanding 





speakers before life insurance gather- 
ings, his talks on selling being full of 
human interest. He was in constant 
demand either for talks or contributed 
articles and was widely quoted. Son of 


the late Edward Gray, former Pruden- 
tial vice-president, he was born in New- 
ark, attended Newark Academy and was 


a member of the class of 06 at Prince- 
ton University. During the first World 
War he drove an ambulance in France 
for the Young Men’s Christian Asso- 
ciation. 

Surviving are his widow; a daugh 
Miss Judy Gray; a son, Burton ( 
and a brother, Theodore Gray of 
lehem, Pa. 


Postal Life of New York 
Makes Holran Comptroller 





Beth- 





Postal Life of New York has an- 
nounced the election of Robert D. H 
ran to its newly-created position 


comptroller. In accepting, Mr. Holran 
resigned his partnership in Fackler & 
Co., consulting actuaries. He h 
in consulting actuarial work f 
teen years, starting with the 
sor firm, Fackler & Breiby. 


as been 














REPORTS RISE IN JUVENILE 

Bankers Life of Iowa has reported a 
large increase in its juvenile business 
during September. Nearly 25% of the 
applications: received durit n 
were in that category. Applications 
ten in the age group up 
amounted to 244% of all 








11% to 13% before the war. Since 
typical juvenile application 1 
the volume in that class ran 
than 11% act 
It amounted to 
days. 


, +} mor 
ot the mot s tot 


60% 





about 


The Gulf Life of Jacksonville, Fla. now 
operates a radio station in its home 
office building. It h 


station WPDQ. 


as been licensed as 























| ife | Advertisers Ass’n 
Plan Exhibit by Mail 


NAME REYNOLDS AS CHAIRMAN 





Will Circulate Winning Items Among 
Round Tables and Companies, Presi- 
dent Anderson Explains 





The Life Insurance Advertisers Asso- 
ciation will hold its annual exhibit of 
advertisements produced by members de- 
spite the decision to postpone the 1942 
convention, Association President A. 
Scott Anderson, of Equitable Life of 
Iowa, has announced. This year, how- 
ever, the advertisement exhibit will be 
done by mail. 

Russell B. Reynolds, American Mutual 
Life of Des Moines, and executive com- 
mittee member of the L.A.A., has been 
named chairman of the exhibit and mem- 
bers will forward their material to him 
for collation and judgment by a com- 
petent board of critics. 

The winning documents, suitably pre- 
pared, will be shown at each of the 
association’s round tables which are to 
be held in three different sections of 
the country. They will be available also 
for exhibition before local L.A.A. chap- 
ters and groups, as well as individual 
companies who request them. 

“The essential exhibit procedure of re- 
cent years will be observed,” President 
Anderson has explained, “and all entries 
will be competently judged in one central 
location. The winning exhibits will be 
sent to the three round tables which 
we hope to develop in 1943 into even 
bigger and better round tables than ever 
before. 

“We expect also to make the winning 
exhibits available for display before local 
L.A.A. chapters and groups, and perhaps 
even to single companies and we hope 
to secure the consent of companies win- 
ning certificates of excellence to mail 
samples of their prize-winning material 
to every L.A.A. member company.” 





SEEK CHANGE IN IOWA LAWS 





Life Underwriters of State Would Raise 
Non-Medical Limit, Release Minors’ 
Funds 
Iowa State Association of Life Under- 
writers has launched a legislative pro- 
gram aiming at an increase in non- 
medical limits to $5,000 and permitting 
life insurance investment for funds of 
minors under guardianship. The program 
was adopted at a meeting of state of- 
ficers in Cedar Rapids. Thomas Read, 
manager of Mutual Life of New York, 
was named chairman of the state legis- 

lative committee. 

Other committee chairmen selected by 
the state officers included Association 
President William K. Niemann, Bank- 
ers Life of Iowa, who was named chair- 
man of the speakers’ bureau for local 
program; Secretary Charles J. Stratton, 
Dubuque, chairman of membership com- 
mittee; Merle E. Van Epps, Davenport, 
chairman of education and public rela- 
tions; Jack Hilmes, Des Moines, state 
war bond coordinator, and Vice-Presi- 
dent C. V. Shepherd, Cedar Rapids, 
chairman of publicity. 





ANNE C. DONOHUE SECRETARY 


Anne C. Donohue, Stumes & Loeb 
agency, Penn Mutual, Chicago, has been 
made secretary of the Life Agency 
Cashiers Division of the Chicago Life 
Underwriters to succeed Mary Shields, 
National Life & Accident Co., recently 
transferred to her company’s office in 

Angeles 

Gertrude Helenthal, attorney, trust de- 
partment, Chicago Title & Trust Co.,, 
gave an interesting talk on “Trusts” at 
the last dinner meeting of the Chicago 
Life Agency Cashiers. 





McNEIL NAMED CO-CHAIRMAN 

James P. McNeil, Jacksonville, Florida, 
manager for Mutual Life of New York, 
has been appointed co-chairman of an 
important division of the Community 
War Chest campaign in that city. 
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CHARLES G. EDWARDS DEAD Edith u. Sillence Dead; 





President of Central Savings Bank Once 
Prominent in Mutual Life’s 
Real Estate Division 
Charles G. Edwards, 58, president of 
the Central Savings Bank of New York, 
and former president of the Real Estate 
Board of New York and of the National 
Association of Real Estate Boards, died 
in New Canaan, Conn., of heart disease 
on October 24. He was real estate officer 
of the Mutual Life from 1933 until his 
election to presidency of the Central 
Savings Bank. At time of his death he 
was also head of Charles G. Edwards 
Co., real estate and insurance, a company 

founded in 1921. 

Mr. Edwards was a director of Conti- 
nental Insurance Co., a trustee of the 
Central Hanover Bank & Trust and of 
Roosevelt Hospital; and vice-president 
of the Lincoln Building Corporation. He 
left a widow and three children. 





HOEY & ELLISON CELEBRATE 





Equitable Life of Iowa Agents Mark 
Leadership in Production Contest 
With Dinner 
Hoey & Ellison Life Agency, Inc., 
general agents of Equitable Life of Iowa, 
held a victory dinner at the Downtown 
Athletic Club, New York City, on Octo- 
ber 21 to celebrate its leadership in the 
five-week football contest. All agencies 

of the company had competed. 

During the five-week period, Hoey & 
Ellison Life Agency led with a total 
paid production of $1,122,000, a substan- 
tial increase over the output in the 1941 
contest which was also won by that 
agency. Four members of the agency 
qualifying for special awards are Albert 
Rose, William I. Rice, Perry Reynolds 
and Charles Montone. In the absence of 
Captain Edwin J. Phelps, Edmund R. 
Burry, vice-president and acting mana- 
ger, announced that the agency’s produc- 
tion for the first nine months of this 
year is approximately $4,000,000. 


Presidents’ Librarian 


IN POOR HEALTH FOR SOME TIME 
Joined Association in 1913 After Being 
with Magazine; Born in 
South Africa 





Edith H. Sillence, librarian, Associa- 
tion of Life Insurance Presidents, died in 
Flower Hospital in New York City on 
Saturday following an operation. She 
had been in poor health for sometime, 





EDITH H. SILLENCE 


but was at her office until a fortnight 
ago. 

Miss Sillence was one of the prominent 
members of the insurance section of 
the Special Libraries Association and 
was highly esteemed by members of that 


~ ~e- —*) October 30, 19 
S—S 

association. Quiet, amiable and cour; 

ous in manner, possessing sto 
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character, she was helpful to Many pp, 
sons during her career with the Is 
Presidents’ Association. . 

Her parents were English and y 
was born in Capetown, South Ay. 
She went to England for a few sa 
and came to this country when 12 li 
first position was with the Review , 
Reviews, a magazine. From there 
went to the Association of Life In, 
ance Presidents, in 1913 in a cletic, 
capacity, and in 1922 was made librarg 
She succeeded Ida M. Thiele, siste, , 
Emma Thiele who for many years }, 
been the secretary to Frederick H. Ecke 
and was also an officer of the Met,, 
politan Life. 

The library of the Association of Lig 
Insurance Presidents was_ establish)! 
shortly after the association’s formatig, 
and has grown continuously until no 
there are more than 15,000 volumes, a 
cluded, in addition to the insurance, jyj 
and economics books, are the insurayp 
reports of every state. 

In several instances these state 
ports are complete from the first js 
to date. Among the volumes are +; 
early Massachusetts reports made whe 
Elizur Wright was Insurance Commi 
sioner. There are many text books; 
the subject of insurance taxation, ap) 
several thousand pamphlets in additio}’ 
The library is used by officers and sia} 
of the Association of Life Insurar 
Presidents and by _ representatives , 
companies which are members of {ij 
association, Available also are reprin 
of addresses delivered before the anny 
conventions of the T 





association, Ti 
library staff consists of eight person 

An enthusiastic Savoyard, Miss §j 
lence attended all of the Gilbert & S 
livan operas during the visits to th 
side of the D’Oyly Carte Opera Co. $ 
is survived by her brother, James I 
Sillence of Toledo, O. The funeral yy: 
on Wednesday. 





HAS $275,000,000 IN FORCE 


Ives & Myrick Agency One of Olde 
of Mutual Life; Its Executive 
Personnel 

Ives & Myrick agency, Mutual Lii 
57 William Street, New York, Richart 
FE. Myer, manager, has more than $2) 
000,000 of life insurance in force. It} 
one of the oldest agencies of the Mutt 
Life. 
The men and women who compose it 
executive staff represent an aggregal 
experience of 141 years in life insuran 
—an average of twenty years each, eig! 
teen years of which on the average hai 
been spent with the Mutual Life. 
Mver’s executive staff is as follows: 
Paul Orr, Jr., CLU, assistant to th 
manager; Emil Lawson, Edith Pifeifi 
Charles J. Buesing and George Klett 
supervising assistants; Arthur Tied 
mann, agency instructor. 


R. F. BLAUL PROMOTED 











Taking Charge of Monarch Life’s Trait 
ing School at Peekskill, N. Y.; Resign! 
Baltimore Agency Post 

Richard F. Blaul, who has been as 
ciated for the past three years with i 
FE. Ansel Agency in Baltimore oft! 
Monarch Life, has been promoted 
take charge of the Monarch’s East 
training school in Peekskill, N. Y. . 
Blaul succeeds William R. Hill who 
been promoted to general agent of tt! 
Monarch in the Richmond, Va. office. 
In the Baltimore agency Thomas Pr! 
will assist General Agent Ansel, repli 
ing Mr, Blaul who had advanced | 
agency supervisor in the organizali 
The latter was also active in_the Bal 
more Association of A. & H. Unt 
writers, being its publicity chairmat. 


TO ADDRESS AUSTIN AGENC! 
The G. V. Austin agency of the Ae 
Life, 16 Court Street, Brooklyn, "f 
have as speaker at its meeting Mone 
November 2, Ralph E. Carpenter, 


ae 






















tant general agent of the Osh 
Bethea agency of the Penn Mutual Lif 
New York. ‘ 
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Acacia Mutual Leads Again 


Pioneers New Wartime Compensation Plan 


NCE again Acacia Mutual leads in bringing added benefits to the agents. Retroactive 
to July 1, 1942, the Company’s new plan provides an added wartime compensation 
of 744% of total first year commissions paid to Quality Agents. 
This wartime allowance will accomplish three purposes. First, it will help the men in the 
field meet the increasing cost of living, increasing taxes, etc. Second, it will help and 
encourage every field man who is contributing so materially to the winning of the war, not 
only through the economic effect of the insurance he is selling but through the sale of war 
bonds and in civilian defense activities. Third, it will give recognition to the splendid work 
Acacia field men are doing in looking after the business left behind by the agents who have 
gone into the Armed Services so that these men, when the war is over, can return to Acacia 
and take up their work where they left off when they went away. 


This new Wartime Compensation takes its place beside such well-known Acacia Mutual 
agency contract advantages as: 


An ever-increasing monthly income based on volume of business in force, with no 
automatic terminations to fix a ceiling on earnings. 


A liberal bonus for quality business. 
Disability and death benefits to protect the agent and his family. 
A comfortable retirement income for his old age. 


These advantages explain why the average annual production of the Acacia Mutual agent 


is the highest of any company in the land. 


Liberal Benefits for Field Men In the Armed Forces 
Acacia Mutual also is providing liberal benefits for its field men who have left to join the 


Armed Services. During their absence Acacia provides the following recognition of their 


service and sacrifice: 















Their monthly income is continued for at least one year. 
For agents with two years’ Acacia service the Company continues its contributions 


to their retirement funds during the period the monthly income is paid. 


A letter is sent to the policyholders of these field men advising of what the company 
is doing for these men while they are with the Armed Forces and asking the policy- 
holders’ cooperation in keeping their insurance in force. 
In addition, the managers and agents in the various branch offices cooperate whole-heartedly 
in keeping in force the business of the absent agent so that when the war is over he can take 
up his career with Acacia where he left off and receive full credit for all of his business in force. 


_ Acacia Mutual 4 


Life Insurance Company tam 


i eg Wittram Montcomery, President 


Home Office + Washington, D. C. 











ACROSS FROM THE u Ss CAP a ee 














Page 8 







Snes 








Northwestern Mutual’s 
Nine-Months’ Business 


NEW LIFE VOLUME NEAR 1941 


Surrenders Abnormally Low, President 
Cleary Explains; Company Active 
in War Undertakings 


Northwestern Mutual Life has reported 
as of September 30, total insurance in 
force amounting to $4,112,519,263 on a 
total of 1,108,279 life policies. This rep- 
resents an increase of $67,844,400 since 
January 1 and $107,706,340 over the first 
nine months of 1941, President M. J. 
Clearv announced at a trustees meeting 
in. the home office, Milwaukee, on 
October 29. . 

New paid-for business in the first nine 
months totaled 41,036 policies for $162,- 
635,714, only three-tenths of 1% less 
than in the same period last year. A 
more significant and important fact, how- 
ever. is the abnormally low percentage ot 
insurance that is being voluntarily term- 
inated by policyholders. In_ spite of 
ereatly increased taxes and other bur- 
dens that war brings, Mr. Cleary stated, 
men and women do value their life in- 
surance more than they do in_ peace 
times. Policyholder mortality in the 
present war up to now is moderate. ; 

The Northwestern Mutual operates in 
forty-two states and the District of 
Columbia. Its leading general agents on 
the basis of production volume for the 
first three quarters this year were Ho- 
bart & Oates, Chicago; C. L. McMillen, 
New York City; C. R. Eckert, Detroit; 
Victor M. Stamm, Milwaukee; B. J. 
Stumm, Aurora, Ill, and P. T. Allen, 
3uffalo, N. Y. 

More than ninety home office employes 
and some 350 agents of the Northwestern 
are now serving in the armed forces. 
Additional hundreds are devoting con- 
siderable time and effort to civilian de- 
fense, the sale of war bonds, Red Cross, 
and other home front war efforts. 

Income and Assets 

Operations of the Northwestern dur- 
ing the first nine months produced total 
income of $172,592,839, which included 
$103,200,314 in premiums, and $44,831,- 
992 in interest and rents. Disbursements 
amounted to $110,468,658, and included 
$3,417,623 in taxes paid, $25,113,979 in 
dividends to policyholders, and $32,975,- 
663 paid on 8,234 death claims. Policy- 
holders and beneficiaries received a total 
of $76,972,105, with an additional $14,- 
066,498 paid from funds left on deposit 
with the company, principally under in- 
stalment settlements. 

With an increase of $85,300,774 since 
a year ago, total assets as of September 
30, reached a new high of $1,501,628,333. 
The Northwestern is one of thirty-two 
“billionaire” business enterprises of the 
United States. Investments and other 
assets of the company included bonds 
with an admitted asset value of $1,- 
037,441,305; mortgage loans of $275,230,- 
731; real estate, home office property 
and land contracts totaling $47,362,422; 
policy loans of $113,637,811 and, among 
other items, $20,620,367 cash. 

“During the first nine months of this 
year, our excess of income, other than 
repayment of principal, over disburse- 
ments was more than $62,000,000,” Mr. 
Cleary reported. “Our increase in bond 
investment during the same period ex- 
ceeded ninety million dollars. All but 
a very modest amount of this increase 
went to finance Government and other 
urgent war needs. 

“The demand for money in the mort- 
age field is far below normal and repay- 
mortgages are continuing at a 
During the first three quart- 


nents or 
n ) 


n 
ie le } 
£n ievel 


ers this 


year, 444 farm sales, totaling 
over 92,000 acres, were approved. The 
price of farm land,” Mr. Cleary said, 


“has regnained quite stable in spite of 
the high price of agricultural products.” 

Income of farmers has risen sharply 
especially during the past year. They 
are among the best prospects for in- 
creased insurance, 





WALTER RUTERBUSCH 


Having qualified for ten consecutive 
years for the special mention honor roll 
of the Sun Life of Canada, Walter 
Ruterbusch of the Central Michigan 
branch of the company under F. R. 
Skinner as manager was honor guest 
with Mrs. Ruterbusch at a luncheon re- 
cently at the Wenonah Hotel, Bay City, 
Mich. Mr. Skinner presided and speaker 
was Seth C. H. Taylor, superintendent 
of agencies from the head office in 
Montreal. Mr. Taylor presented to Mr. 
Ruterbusch a solid gold engraved Sun 
Life business card as a token of the 
company’s appreciation. 





GUARDIAN HONORS DOREMUS 


Frederic S. Doremus, a director of 
Guardian Life and manager of one of 
the company’s New York City agencies, 
was honored by his associates on Octo- 
ber 27, which marked his sixtieth year 
in the service of the company. 

Committees representing the officers, 
New York metropolitan managers, mem- 
bers of the Doremus agency and the 
Guardian Service Club visited Mr. Do- 
remus at his Greenwich, Conn., home 
and presented him with a silver tray 
and scroll. Many messages of congratu- 
lations were received by Mr. Doremus 
during the day from insurance associ- 
ates and other friends. 

Mr. Doremus is the son of Guardian’s 
second president, Cornelius Doremus, 
who held office from 1898 until his death 
in 1918. Frederic S. Doremus was 
born in Rutherford, N. J., in 1865, joined 


Guardian Life in 1882, and later was 
made manager for the State of Mon- 
tana. In 1891 he was appointed mana- 


ger of the company’s New York agency. 
Under his leadership the agency has 
grown from an obscure one-man enter- 
prise to one of New York’s best known. 
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LOS ANGELES OPPORTUNITY for 
EXPERIENCED BROKERAGE MAN 


A well established Agency of a large New England Life Insur. 
ance Company offers an exceptional opportunity for Brokerage 
Contact Supervisor. Complete details of education and business 
background and Life Insurance experience necessary. State age, 
marital and draft status. Replies held strictly confidential. 


Write: Box 1450, The Eastern Underwriter, 41 Maiden Lane, N, Y, 











Dalrymple Sees A. & H. 
Defending Home Front 


SAYS IT IS NEEDED BADLY 
Preferred Accident General Agent 
Warns Indiana Meeting of Social 
Security Move 
Because cessation of income = and 
mounting unpaid bills cause emotional 
stress which hinders the war effort, ac- 
cident and insurance should be 
thought of as first 
home defense, said Clyde E. Dalrymple, 
chairman, executive board, National As- 
sociation of Accident & Health Under- 
writers, in his address before the an- 
nual meeting of the Indiana Association 
of Insurance Agents at Indianapolis, 

October 27. 

Where A. & H. prospects are to be 
found, what form of contract should be 
used in various types of cases and how 
each type of contract is to be sold was 
told by Mr. Dalrymple who is general 
agent at Milwaukee for the Preferred 
Accident. 

Venturing a look into the future, he 
pointed out that certain things now ap- 
parently of little importance, have with- 
in them the seeds of very sinister de- 
velopment not only for A. & H. but for 
insurance generally and the American 
way of life as well. 

The Camel and the Tent 

The move to add compulsory disabil- 
ity and compulsory hospitalization to 
the Social Security act is, he pointed 
out, of the gravest importance to insur- 
ance people. They should consider how 
such*a proposal may quickly be mush- 
roomed into all multiple lines. Not mere- 
ly those in A. & H. but all in the in- 
surance business should be concerned. 
For this measure is only the entering 
wedge, Mr. Dalrymple said. 

A group within the government, he 
indicated, has secured an ear and they 
will not stop with elimination of A. & 
H. If this act goes over, all other lines 
of insurance will naturally follow to the 
ash heap. Then all other branches of 
private business will come next until 
the purpose of this group is accom- 
plished. 

Insurance people, he urged, must meet 
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America’s line of 





DeDir Sroonty ff 
ce Mi 











ROUITABLE LIFE OF 10WA 


' HOME OFFICE « DES MOINES ae 








a 


FULTON TALK IN BOOKLET 
Essential Contribution of Insurance to 
Lasting Peace Objective Told by 
Home Life’s President 
Every so often a life insurance execy. § 
tive makes a talk which has such ay 
appeal that the company receives de. 
mands for a copy, at first a few; and 
then, as time goes on, an avalanche oj 
requests. Such was the talk which James 
A. Fulton, president of Home Life, mak 
to the company’s President’s Club mem. 
bers outlining the part that the instity. 
tion of life insurance must play in the 
realization of the objectives which are 
commonly accepted as necessary to 4 
lasting peace. It is Mr. Fulton’s opinion 
that in the realization of such objective 
if the institution of life insurance dil 
not exist it would have to be invented 
He eloquently proves that the contri: 
butions which the business of life insur. 
ance can directly make to the winning 
of the war are essential contributions 
And the Home Life has now put the ad- 
dress into booklet form, with the ap- 
propriate caption, “Essential? I Think 
So.—.” It will have a wide distribu- 

tion—the wider the better. 





their challenge. They must inform the 
public of the truth—that only through 
the recognized private companies can 
they hope to get ample protection, 
prompt service, peace of mind. If insur- 
ance carries its message to the people 
of the country, he added, there will be 
such a reaction this plan will speedily 
be discarded. 


Who Prospects Are 


Describing A. & H. as a business that 
never runs out of prospects, Mr. Dal- 
rymple pointed out that now there is 
more money available to buy insurance 
particularly A. & H.—than ever before. 
The difference is that different people 
have it. Among those who have mort 
money available he cited manufacturers, 
merchants, executives and employes in 
essential lines; employes and executives 
in war industry; merchants, their en: 
ployes and others who serve commun 
ties of workers in war industries; busi- 
ness and professional women and house- 
wives and children. 

Sole proprietors or 
explained, should be sold A. & H. busi 
ness interruption insurance. The mat 
who sells the automobile owner medical 
reimbursement coverage for passengers 
and for himself can, with little additiona 
effort, sell him a contract that would 
really protect the hands and legs ané 
brains which enabled him to accumulate 
the automobile purchase money. ’ 

Moreover, he continued, hundreds 0! 
thousands of F.H.A. home owners até 
ideal prospects for A. & H. These peo 
ple are harried by fear of disability 
which will stop the pay check, stop pay- 
ments on the home and result in fore- 
closure. A. & H. provides a_ perfect 
solution for this problem. 


How to Sell Them 


As to the form of contract applicabl 
in various cases, Mr. Dalrymple sug 
gested for the breadwinner who is 10! 
covered during his working hours 
compensation, medical reimbursement", 
plus weekly salary, plus a proper deat! 
benefit. For the one who is covert! 








partnerships, he 


during his working hours by compens f 


tion he suggested the same_ protection 
on a non-occupational form. 
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The American Way of Work makes possible that bigger thing we prize 
sh so highly—the American Way of Life. Without the one we could not 
a have the other. 
h James 
iD ion The American Way of Work had an early start. It began with the very 
Ar first settlers of our country. When Captain John Smith established that 
re first colony at Jamestown, Va., in 1607, he handed out the edict that he 
— who would eat must work. Work has developed America and made it 
ge the land we love. The energy, enterprise, determination, skill and resource- 
win fulness of our forefathers have become national traits, a vital part of our 
bet people. Today the might of America at work is being demonstrated as 
Thnk never before. Americans are self-starters, go-getters. They are self- 
at reliant and believe that God helps those who help themselves. They cherish 
rach the Four Freedoms and are fighting for them. They also prize still another 
es ca | freedom—freedom of endeavor. 
f insur 
wl Our life underwriters, exemplifying the American Way of Work, have 
erected a |30-Billion-Dollar bulwark of insurance protection. This year they 
ss tt will add several billions to that bulwark, and by their efforts they are help- 
— ing to assure the American Way of Life by indirectly contributing to the 
pr War Chest. Let us give it full scope for action, this American Way of 
anes Work, and thus perpetuate the American Way of Life. 
cutive 
he 
ps, he 
» busi 
: THE EQUITABLE 
itional 
se LIFE ASSURANCE SOCIETY OF THE JU. S. 
ogi 393 Seventh Ave., New York, N. Y. Thomas |. Parkinson, President 
ail 
is 
icabl 
rs by 
deat! 
ction 


























Page 10 October 30, 194) 





RWRITER 


How to Compute Cost 
In Agents’ Contracts 
GUEST AND McCONNEY SPEAK 


Discuss Pioneering Methods, Furnish 
Tables, Before American Actuarial 
Society in Toronto 





When a life company now revises its 
soliciting agents’ contracts—and many 
have been doing just that recently—it 
includes as a rule compensation which 
ceases or is reduced upon termination of 
the contract, Richard C. Guest and Ed- 
mund M. McConney told the meeting 
of the Actuarial Society of America in 
19. Evaluation of 
he cost of such features requires a 
knowledge of survival rates and related 
matters. 

The paper presented jointly by Mr. 
Guest, vice-president and actuary of 
State Mutual Life of Worcester; and 
Mr. McConney, vice-president of Bank- 
ers Life, Des Moines, was titled: “Some 


Toronto on October 


t 
t 


Basic Principles and Mathematical 
Tables Related to Agents’ Compensa- 
tion.” Both are charter members of 


the Committee on Agents’ Compensation 
of the Life Insurance Sales Research 
Bureau of which Mr. McConney is chair- 
man. 

That the production rate of agents a 
few years prior to termination of con- 
tract drops off gradually and that on the 
average it takes a short period of time 
for a surviving agent to reach the maxi- 
mum level of production also was in- 
dicated by the authors and supporting 
statistical evidence given. 

After sketching agents’ compensation 
historically, the authors outlined, broad- 
ly, different plans of compensation now 
in use, included a substantial number of 
mathematical tables based on data rela- 
tive to persistency of agents gathered 
by the Life Insurance Sales Bureau. 

In attempting to evaluate the financial 
effect of proposed changes, they pointed 
out, each individual agency executive 
and company actuary has been forced 








HOME LIFE REVEALS WINNERS 


Names Minuskin, Preble, Booher, Barry 
And Horton for Quarterly Agency 
Building Awards 

Home Life of New York has an- 
nounced winners of its agency building 
awards for the third quarter. General 
agents achieving recognition were Leo 
Minuskin, Paterson; Warren Preble and 
Claude L. Booher, co-general agents, 
Boston; Otis M. Barry, Jackson, Miss. 
and Lester Horton, Newark. 

Mr. Minuskin’s agency won the qual- 
ity business plaque by reporting for the 
second successive quarter the highest 
quality-efficiency ratio which recognizes 
lowest lapse rates of first and second 
vear business. Messrs. Preble and Boo- 
her for the third time this year won the 
new organization award for scoring the 
largest volume of paid business from new 
men in the agency in their first year of 
life insurance selling. 

The quality organization awarded to 
Otis Barry recognized the largest group 
of field underwriters paying for business 
at the rate of $150,000 or more per year. 
Newark agency was recognized for its 
record of consistent producers—repre- 
senting the largest group paying for 
$5,000 or more per man per month dur- 
ing the quarter. It was the second such 
award earned by Mr. Horton this year. 


’ 


to investigate and assemble experience 
rates which might be applied. 

Some of the types of compensation 
requiring introduction of agents’ sur- 
vival rates in the computation of costs 
include, they explained, non-vested or 
partially vested renewal commissions 
which revert to the company, non-trans- 
ferable service fees related to premiums 
or amounts of insurance in force upon 
which commissions no longer are being 
paid and non-vested portions of either 
non-contributory or contributory retire- 
ment plans. 

Tables are constructed based on a va- 
riety of assumptions concerning interest 
rate, persistency of business, survival of 
agents, mortality of agents and varia- 
tions in average amount of new paid 
business. 


Bassford Discusses 
Premium Calculation 


CITES METROPOLITAN METHOD 


Company Actuary Outlines Provision 
for Varying Interest Rates to 
Actuaries Joint Convention 


Provision for future decline in the 
interest rate should be introduced di- 
rectly into the premium calculation and 
not through the simple device of in- 
creasing all premiums by a fixed per- 
centage or by a constant amount, H. R. 
Rassford, actuary of Metropolitan Life, 
declared before the joint meeting of the 
Actuarial Society of America and the 
American Institute of Actuaries in 
Toronto last week. 

Mr. Bassford’s paper was titled, “Pre- 
mium Rates, Reserves, and Non-forfei- 
ture Values for Participating Policies.” 
In it he outlined some problems en- 
countered by the Metropolitan in de- 
termining the level of its new rates 
adopted January 1, 1942. The same 
theory and methods were employed in 
making the necessary tests for both 
Ordinary and Industrial insurance, he 
pointed out, since the same underwriting 
principles apply to both types. “This had 
the obvious advantage of making the 
premiums consistent throughout the 
company.” 

The three important elements used in 


the calculation of life insurance pre- 
miums, Mr. Bassford continued, are 
mortality, interest and expenses. It is 


advisable to study and determine separ- 
ately the margins in respect to each. 
For then, it is easier to make sure that 
the premium will be adequate and equit- 
able under various possible future con- 
ditions. However, it should be empha- 
sized that it is the total premium which 
the company guarantees as the miximum 
cost of the benefits granted. 


Interest Changes 


In his discussion of the necessity for 
introducing provision for interest de- 
cline directly into the premium calcula- 
tion, Mr. Bassford pointed out that in 
accordance with this principle the rate 





Ralph R. Lounsbury, President 
W. J. Sieger, Vice-President and 













Superintendent of Agencies 


NATIONAL LIFE 


Insurance Company.. Montclair, N. J. 


PROOF OF PROGRESS 


Consistent growth of the AVERAGE SIZE 
POLICY is thorough proof of sound cover- 
age and public confidence. Average new 
policy paid for— 
In 1937 was - - - 
In 1941 was - - - 


$2,778.00 
$3,899.00 











==. 
used has to be not only well below th 
average interest of the company tole 
but also well below the rate at which 


new investments are currently bein 
made. Accordingly a rate of 24% a 
N) 


assumed, 

Since it 1S not certain that interest 
rates will continue to fall and remaj 
low, it was felt unwise to guarantee “e 
high cash surrender values involved r 
24%% also was assumed in calculating 
these values. It was felt that the = 
terest rate for reserves and cash values 
should be one which would be applicable 
for a considerable time into the future 
and accordingly 234% was assumed for 
these calculations. If interest rates do 
remain low, the 234% reserves can be 
supplemented by suitable contingency 
reserves since the premiums will be 
high enough to build up these additional 
funds and likewise the 234% cash values 
can be supplemented by terminal diyi- 
dends if necessary. 

Mortality 

On the question of the adoption of 4 
suitable mortality table, it was felt tha 
to provide proper margins the following 
should be the objectives: first, it mug 
contain sufficient margin to cover the 
highest long-range level of mortality 
that may within reason be experienced 
over the lifetime of the policy. Second. 
it should contain a sufficient margin to 
provide for exceptionally high but tem- 
porary mortality losses. Third, it must 
contain sufficient margins to provide for 
the higher mortality expected under 
extended insurance and for the expenses 
of handling extended insurance. 

Expenses, continued Mr. Bassford, 
were studied under the classifications, 
direct expenses, such as commissions and 
taxes; the expenses of handling actual 
insurance transactions and general ex- 


penses. This last was divided into such 
sub-classifications as sales promotion, 
agency supervision and general home 


office expenses. 

These expense assumptions were in- 
creased to provide a margin for possible 
future increases in expense and were 
then assessed as accura‘ely as possible 
either as a percentage of the premium 
to be paid or as a constant amount per 
$1,000 of insurance in force. 





OHIO STATE LIFE GAINS 


New Paid For, Insurance In Force, Top 
1941 Counterparts, President 
Adams Announces 

Ohio State Life in the first nine 
months of this year achieved a gain of 
$4.803,687 in insurance in force, Claris 
Adams, president, announced after the 
quarterly directors meeting, held Octo- 
ber 22 at the home office in Columbus. 
Assets gained $1,537,644 and contingency 
reserves $173,241. As of September 30 
the company’s insurance in force stood 
at $114,878,015, admitted assets at $25- 
836,609 and combined capital, surplus and 
— contingency funds at $2,627- 
1 


The increase in insurance in force is 
the largest since the beginning of the 
depression, Mr. Adams explained, and 
ranks among the greatest gains ever 
made by the company. The new paid- 
for business in the first nine months was 
$1,068,757 more than in the comparable 
period of 1941. In view of the fact that 
the ordinary paid for of all life com- 
panies was 414% less than in the first 
nine months of last year, this, Mr. 
Adams pointed out, was very favorable. 





TRAVELERS CHANGES 
Two men have been appointed field 
assistants in the life, accident and group 
departments of The Travelers Insurance 
Companies and a third field assistant in 
those departments has been given a 
leave of absence, according to an an- 
nouncement by the home office. 
Elwyn G. Hughes, Dobbs Ferry, N. Y. 
has been named field assistant of the 
55 John Street, New York City branch 
office and Ernest W. Gray, Jr., Kansas 
City, Missouri, of the Kansas City 
branch office. James H. Daniels of the 
Buffalo, New York branch office, has 
been granted a leave of absence until 
December 15, 1942. 
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War Workers Insuring 

In Expanding Numbers 


FURNISH 10% OF NEW BUYERS 





Indirect Contributors to Victory Loom 
. Larger Also, American Service 
Survey Shows 





Those working in all-out war indus- 
well as in general manufacturing 
life insurance in greatly in- 
bers, it is evident from 
the current survey, “Who Are Buying 
Life Insurance Under Wartime Con- 
ditions,” released by the American Serv- 
ice Bureau of Chicago to agency de- 
partments and field representatives of 
\merican Life Convention companies. 

“industries engaged in all-out  pro- 
duction of war material are furnishing 
0% of new buyers of life insurance, 


tries as ' 
are buying 
creasing num 


while other manufacturing industries, the 
majority of which are contributing to 
are supplying another 


the war effort, a peer 
14% of all applicants,” said Lee N. 
Parker, president of the bureau. The 
survey also seems to indicate, according 
to Mr. Parker, that the larger earnings 
of men engaged in building operations 
of defense facilities—carpenters, masons, 
jasterers, plumbing and heating work- 
ers—are beginning to go into life in- 
surance in increased amounts. This en- 
couraging trend has not been previously 
noted. 

Farmers and ranchers reflect their im- 
proved economic condition both in num- 
her of applications and in average 
amount of insurance purchased which 
is substantially higher than a year ago. 
Transportation employes, state and Fed- 
eral Government workers, accountants 
and bookkeepers, quarry and mine work- 
ers, public school teachers and other 
eroups also show definite increase 
numerically as buyers of life insurance. 

Large on the list from the standpoints 
both of average insurance applied for 
and average amount owned are execu- 
tives and owners of textile and leather 
goods factories and their products. The 
typical individual in that classification 
applied for insurance to the amount 
of $8,635 and owned a total of $54,351. 

Engineers, executives and owners in 
the machinery, metals and metal prod- 
ucts group showed average insurance 
applied for of $8,422 and average amount 
owned, $20,096. Physicians and surgeons 
applied for an average of $7,973 and had 
average ownership of $20,069. 

A total of 15,000 persons who applied 
for life insurance within the past month 
have been classified into thirteen major 
occupational groupings, showing the 
number in each group who have applied 
for life insurance, average amount of 
insurance applied for, number applying 
for policies of $5,000 and over, number 
of new insurance buyers and average 
amount of insurance already owned. 

This study, now in its twelfth year, 
has furnished this year for the first time 
a breakdown of life insurance buyers by 
sex and age. 28.1% of the total number 
of applicants are women and girls and 
the age group from 21 to 30 make up 
83% of the entire number of appli- 
cants. 

For the benefit of busy agency execu- 
tives, each of the 145 smaller occupa- 
tional groups showing marked increase 
in buying activity has been indicated 
with a plus sign. A totally new classifi- 
cation for war industries has also been 
set up in the survey apart from general 
manutacturing and mechanical indus- 
tries, While manufacturing and war in- 
dustries have taken a noteworthy lead 
in furnishing buyers for life insurance, 
automobile sales agencies on the other 
hand reached an all-time low, the ratio 
ot those applying a year ago being nine 
to one for this year. 

The so-called non-gainful occupations 
—tural and urban housewives, children 
and students up to eighteen years of 
age, account for nearly 25% of the total 
humber of applicants, a new all-time 
high. Though the average amount ap- 
plied for is but $1,116, this group numeri- 
tally is the largest. : 

Total applications for over $30,000,000 
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Canteen Promoter Fecke 
Fined $100; Sentenced 


George L. Fecke, promoter of the 
Park Avenue Canteen, the “American 
War Heroes Foundation and We Will 
Win Committee,” was found guilty in 
Yorkville Court, New York, of soliciting 
funds without a permit from the De- 
partment of Public Welfare. He was 
fined $100 and given a thirty-day sen- 
tence which was suspended. The can- 
teen’s affairs have filled many columns 
of New York daily papers as Fecke had 
persuaded a number of the city’s debu- 
tantes to solicit funds. Literature prom- 
ised that service men would be able to 
meet Park Avenue and other “society 
girls” at the canteen which has never 
been opened. Finally, Fecke was ar- 
rested. 

New York World Telegram ran a 
story last week to the effect that there 
was a tie-up between the American War 
Heroes Foundation, Inc., and a plan for 
the sale of life insurance contracts, and 
that Attorney General Bennett of New 
York had started an action to dissolve 
the corporation on several grounds, in- 
cluding improper solicitation of funds. 
He filed an affidavit in which the plan 
was described as private profiteering “by 
taking advantage of relatives of men in 
the armed forces who were led to be- 
lieve that they were receiving some spe- 
cial benefit in dealing with representa- 
tives of the corporation. The insurance 
which was to be offered for sale for edu- 
cational purposes could be purchased by 
anyone from the same company or many 
other companies writing similar insur- 
ance and it was not unnecessary to 
clothe the sale of such policies with a 
semi-official or governmental aspect by 
having an insurance salesman sell a pol- 
icy by claiming to be a representative 
of American War Heroes Foundation.” 





CHURCH LIFE OFFERS PLAN 
Subsidiary of Church Pension Fund 
Combines Insurance and War 
Savings Bond Purchase 
Church Life Insurance Corporation, 
wholly-owned subsidiary of The Church 
Pension Fund of the Protestant Epis- 
copal Church, is offering a plan for 
combining the purchase of life insurance 
and War Savings Bonds in such a way 
that both can be done at the same time 
and still keep within the normal insur- 
ance premium budget. 
In a brief leaflet which is being 
given wide distribution, it is pointed out 
that term insurance, which normally is 
considered only as temporary protection, 
costs much less than the usual types of 
policies but if the difference is put into 
War Savings Bonds and Stamps, the 
individual will accomplish approximately 
the same result as if he had taken out 
a more permanent form of insurance and 
can later, without further medical exam- 
ination, resume a normal insurance pro- 
gram after the need for the purchase 

of war bonds is over. 

President of Church Life is Bishop 
Davis of Buffalo. J. P. Morgan is treas- 
urer. The board of directors is made 
up largely of trustees of the Church 
Pension Fund. Its facilities are re- 
stricted to the Episcopal clergy, the ac- 
tive lay workers of the Church and 
members of their immediate families. 


CAPT. PAUL TROTH ADVANCED 
Captain Paul Troth, supervisor of pub- 
licity for Home Life of New York when 
he entered the army a year ago, has been 
appointed publications officer at Head- 
quarters Airborne Command, Fort Bragg, 
N. C. Before joining Home Life, Mr. 
Troth was associated for six years with 
The Eastern Underwriter as assistant 
editor. An accomplished cartoonist, he 
was widely known for his “chalk talks” 
before underwriters’ associations. 








of new life insurance have been reviewed 
in this survey, the average size policy 
being slightly over $2,000. Excluding 
children under eighteen years of age, 
one application in ten was for a policy 
of $5,000 or over. 
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EQUITABLE LIFE, IOWA, GAINS 


Reports for September New Paid In- 
crease Over August; New York 
Man Leads 
Equitable Life of Iowa has reported for 
September new paid business amounting 
to $4,162,328, a gain of $100,000 over 
August and $300,000 over July. The Sep- 
tember business increased the company’s 
insurance in force by $1,115,274 and lifted 
its gain for the first nine months of the 
vear to $11,720,632. Total in force at the 
end of September amounted to $630,440,- 

665. 

Albert Rose of New York City, who 
became a leader in Equitable production 
when he sold the S. H. Kress & Co. 
pension trust, achieved leadership for 
September with $357,347 of paid business 
representing another pension trust cre- 
ated for a New York City concern. The 
New York City agency ot Hoey & EIlli- 
son Life Agency, Inc., led its field with 
a paid volume of $658,497. 





Archibald C. Owen, former manager 
for Metropolitan Life at Poplar Bluff, 
Mo., has been put in charge of the com- 
pany’s district office at Pittsburg, Kans., 
and its branch offices at Coffeyville and 
Fort Scott. 
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FRANK J. HAIGHT, President 
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There is always gold at either 
end of the rainbow for the man 
who is protected under our Double 
Duty Dollar Plan—for himself if 
he lives or for his family if he dies. 
But through failure to stay under 
the plan, then there is gold at 
neither end. Here is a case of the 
latter kind, reported by “Bob” 
Shay, Bankerslife Agency Manager 
for St. Paul and Minneapolis: 


THE STORY OF THE MAN 
WHO LIVED TOO LONG 


days 
possibly in her early fifties, ap- 
proached the counter and pre- 
sented her husband's policy to the 
cashier with the information that 
he had passed away and she had 


the pro- 





“Several ago a woman, 


come to make a claim for 
ceeds due her under the 
Without the 


was asked whether the policy was 


policy. 
checking files, she 
in force and she replied ‘Certain- 
ly, it was through my 
brother-in-law, who is your agent 


written 


in another state.” 

“However, a check of our files 
disclosed the fact that the policy 
had 1934 and 
placed on the extended insurance 
basis furnishing protection for 
$1,705 to October 15, 1941. 
Upon examining the policy we 
also found the Company’s regis- 
tered letter giving the insured this 
information tucked away 
neath the copy of the application. 

“Need we describe this widow's 
look of dismay when she dis 
covered the policy had no value? 
She insisted that we write to the 
Company to inquire whether they 
couldn’t give her just a few hun- 
dred dollars so that she would not 
have to go in debt for the funeral 
bill. We explained the situation, 
but to appease her we wrote to 
the Home Office and are just in 
receipt of a copy of a letter which 
they wrote her verifying the in- 
formation which we gave her. So 
ends the story of the man who 
lived too long. 

“The dangers of 
The dan 


long, having 


lapsed in was 


under- 


lapsing are 


gers of living too 






great. 
lapsed, are 


greater.” 


Here is one Rainbow's End 


was never reached. 


BanxersLie 
the Double Duty Dollarf Company 
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Sins of Omission in 
Cheap Policies Cited 


BORDERLINE CORRECTIVE NEED 





Jones, Illinois Official, Scores Misleading 
Family Group Contracts in Talk at 
State Association Meet 





How the insurance business __ itself 
should cooperate with the authorities in 
dealing with “borderline” business in 
dollar-a-month family Group insurance 
was discussed on October 24 at Peoria 
before the annual sales congress of the 
Illinois Association of Life Underwrit- 
ers by Paul F. Jones, Director of the 
Illinois Department of Insurance. 

Mr. Jones indicated that the Illinois 
Insurance Department was aware of the 
sins of omission in misleading the public 
as regards coverage under limited Group 
policies and said that “remedial action 
will be consistent with the law and with 
American business ideals.” He argued 
that it would seem to be sound “to follow 
the lead of that band of well-managed 
and reputable companies which offer to 
the insuring public a limited policy, fairly 
printed and honestly sold, that can meet 
the needs of the low income groups.” In 
other words, the better elements in the 
business, he explained, should devise a 
method through which it would supply 
at a low price, the insurance needs of 
thousands of people who seek a modest 
protection against death, accident and 


disease. 
The Offer 


“Most of you,” said Mr. Jones, “have 
seen the full page displays where in bold 
type, high-lighted with color, the fol- 
lowing phrases appear: ‘Your entire 
family insured up to $1,000 maximum 
for natural death; $2,000 maximum for 
auto accidental death; and $3,000 maxi- 
mum for travel accidental death.’ 

“And of course you have seen pictured 
the happy family, the baby, the son and 
daughter, the mother and father, and 
the aged grandfather. The reader is as- 
sured that one life insurance policy in- 
sures them all at a total cost of only 
one dollar a month. 

“In large, bold type one reads: ‘No 
medical examination. No agent will call. 
Free policy inspection offer. Send no 
money.’ Thousands respond to these in- 
credible claims. 

“In one magazine I have seen pic- 
tured a family of six, over the caption 
‘One Policy Protects Entire Sullivan 
Family, 5344 Foster Avenue, Chicago, 
Ill.’ In the proof of another adver- 
tisement of another company, I saw the 
same six persons, plus two more, de- 
scribed as ‘The Murray Family, 4712 
Leamington Avenue, Chicago, Ill.’ Here 
are some quotations from a full-page ad 
which pictured not the Sullivan or Mur- 
ray Family, but the W. W. Pederson 
Family of ten. 

“Quoting from that advertisement one 
reads: ‘W. W. Pederson and his family, 
of Chicago, Ill, are protected by an 
“American Family” policy. No money 
worries for Mr. Pederson, because his 
“American Family” life insurance policy 
will provide the cash for bills—doctors, 
nurses, medicines, and the many other 
bills that come with unexpected tragedy 
in the family. 

“Included in his policy are his chil- 
dren, wife, brother, nieces, nephews, and 
their grandfather. You, too, should pro- 
tect your family. Send coupon. $3,000 
maximum cash benefits for mother, 
father, children and grandparents.’ And 
again, quoting from the same advertise- 
ment: ‘only $1.00 a month for all. No 
medical examination. Each and every 
member of the family, from baby to 
grandparents, may be included in your 
application if you wish—no medical ex- 
amination for anyone. We take your 
word regarding their good health.’ 

The Truth 

“An analysis of one family Group con- 
tract discloses that if 70-year-old grand- 
pa died within two years of the date of 
the policy and was in good health at the 
time the policy was issued to cover a 

(Continued on Page 30) 








HEARD on the WAY 








Lieut. Bruce Fahnestock, who was 
killed in New Guinea in the unexplained 
accident in which Byron Darnton, New 
York Times correspondent, also lost his 
life, was the son-in-law of L. Edmund 
Zacher, president of the Travelers. 
Wireless dispatches said that the Fahne- 
stock pallbearers were six officers from 
the American Headquarters at New 
Guinea. American service troops fired 
two salutes of three volleys each at the 
conclusion of the religious ceremony. 

Lieut. Fahnestock was well known in 
the field of exploration before he entered 
the service. He had made two voyages 
in the South Pacific to study the culture 
and history of the natives and the local 
wild life. In 1934, after studying at the 
Museum of Natural History he embarked 
on his first South Sea expedition in a 
reconditioned sixty-five foot schooner. 
One of his companions on the voyage 
was his brother, Sheridan, and his moth- 
er, Mrs. Mary Sheridan Fahnestock, 
joined the ship at Panama. The expedi- 
tion lasted three years and Mrs. Fahne- 
stock subsequently described her experi- 
ences in a book called “I Ran Away to 
Sea at Fifty.” 





For its 1943 calendar the Berkshire 
Life is using an etching by Lionel Barry- 
more. Many people are not aware that 
Mr. Barrymore ranks among the lead- 
ing etchers of this country and has won 
high honors in many exhibits of his 


BANKERS LIFE PRAISES MAIL 





Des Moines Company Finds Production 
Among Agencies Varies With 
Sales Letter Volume 

Experience of Bankers Life, Des 
Moines, with sales promotion letters 
shows the advantages of use of direct 
mail to a larger extent with restrictions 
on travel. Agencies which make a steady 
practice of using such letters, the com- 
pany explains, continue to be the domi- 
nant agencies on agency production lists 
from month to month. 

“For example, in August, the first ten 
agencies in total paid-for production 
were among the first fourteen agencies 
in the total of sales promotion letter 
sales. The first two on the total paid- 
for list—Des Moines and Pittsburgh— 
were also the first two on the list which 
was based on the total of sales promo- 
tion letter sales. On down the line every 
one of the ten leading agencies showed 
high rank in the number of sales pro- 
motion letter sales.” 





PROVIDENT MUTUAL FIGURES 

Provident Mutual Life of Philadelphia 
has reported as of the end of Septem- 
ber insurance in force amounting to $1,- 
036,652,000. This, M. A. Linton, presi- 
dent, explains, represents an_ all-time 
high for the company. Ledger assets 
increased by $5,049,000 during the quar- 
ter, of which $4,550,000 was invested in 
government bonds. New insurance sold 
during the quarter amounted to $12,- 
773,000 as against $17,762,000 for the cor- 
responding period of 1941. Voluntary 
terminations amounted to $5,691,000 of 
life insurance which is approximately 
one-half of 1% of the insurance in force. 


Paul H. Roach, district superintendent 
at Cleveland for the American United 
Life of Indianapolis, has been receiving 
compliments on his 21st anniversary with 
the company. After ten years in the ac- 
counting and agency departments of 
American United, Mr. Roach entered the 
company’s Indianapolis agency as a per- 
sonal producer, soon afterward he was 
made district superintendent in charge 
of the northern Ohio territory with of- 
fices in Cleveland. Six times Mr. Roach 
achieved membership in American 


United Field Club. 


work. Mr. Barrymore has had the dis- 
tinction of having one of his etchings 
hung with the “Hundred Prints of the 
Year,” a selection of the country’s best 
etchings. Among Mr. Barrymore’s other 
talents he is an accomplished pianist and 
has composed a number of concertos and 
he paints in oil also. 





In Elizabeth Thatcher of its home of- 
fice, Union Central Life of Cincinnati 
believes it has an outstanding writer of 
letters to service men. Within the past 
sixty days Miss Thatcher has sent more 
than 350 morale-lifting letters to men in 
uniform. It is all part of a general 
writing campaign by Union Central work- 
ers which has resulted in more than 
2,500 missives to service men. 





Fred Guild, mortgage loan officer of 
the New York Life, and holder of the 
Julian Myrick Tennis Trophy for the 
past two years, will defend his title 
against P. F. C. Gold, formerly of Ben 


Gold Co. Another leg and Fred Guild 
will be permanent possessor of the 
Trophy. 


This match will be held at the Park- 
way Tennis Courts, Brooklyn. It should 
prove to be an interesting match as both 
players were finalists last year and after 
a hard match, Fred Guild was the win- 
ner. 


Unele Francis. 


MINN. GROUP MAY FUSE PLANS 





Life Underwriters Sponsor Project to 
Shorten Program, Dovetail Meetings 
for Economy’s Sake 
Minnesota State Association of Life 
Underwriters is sponsoring a tentative 
plan for a coordinated life insurance 
institution and sales congress to be held 
March 1 to 4, Leon LaBounta, presi- 
dent, has announced. The two projects 
would be dovetailed to reduce transporta- 

tion costs. 

The institute would be held at the 
University of Minnesota from March 1 
to 3, the course being cut from the 
usual five days to three. Dean Field, 
St. Paul, is institute chairman for the 
state association and Frank L. Brun- 
kow, ‘Minneapolis, co-chairman. The 
sales congress would be held March 4. 
Robert Shay is general chairman. 





CHICAGO LIFE CASHIERS DINE 


At a dinner on October 20 in the Y. 
M. C. A., the Life Agency Cashiers As- 
sociation of Chicago heard as principal 
speaker, Gertrude Helen Paul, attorney, 
Chicago Title & Trust Co. President 


Mildred B. Krech was chairman. Miss 
Anne C. Donohue, Stumes & Loeb 
Agency, Penn Mutual, was appointed 


secretary to replace Miss Mary Shields, 
National Life & Accident, Tennessee, 
who has been transferred to Los 
Angeles. 





WITH PRUDENTIAL 40 YEARS 

Business associates and others have 
heen congraiulating Moses I. Longtine 
of Shrewsbury, Mass., on his fortieth 
anniversary as a representative of Pru- 
dential. He is superintendent of the 
Worcester office of the company and 
began his Prudential career on Octobe 
23, 1902. as an agent in Northhampton, 
Mass. He is a member of the Central 
Massachusetts Life Underwriters Asso- 
ciation. 





GREAT-WEST PERSONNEL HEAD 

Bruce Amos has been appointed per- 
sonnel officer of the Great-West L‘fe. 
He will have supervision of head office 
personnel and planning in addition to 
assuming charge of the departments 
handling employment, supplies and head 
office building. He has been with the 
company since 1917, 


a. 
Ideas That Work Will Marl 
N. Y. Underwriters Clini, 


Ideas that may be put to work bring. 
ing in new business immediately wil 
feature the next meeting of Life Unde. 
writers Association of New York City 
to be held Thursday, November 5 in the 
Hotel Pennsylvania. These ideas will 
cluster, Lester Einstein, president, ¢. 
plains, about the general meeting title 
Life Underwriting in a World at War. 
They will be presented by John Marshal 
Holcombe, Jr., manager of the Life Jp. 
surance Sales Research Bureau, Har. 
ford, and B. N. Woodson, CLU, assis. 
ant manager, 

An Analysis of the Job of the Agent 
Finding Today’s Buyer, Your Friend 
Mr. Habit; Making a Sales Talk, Why 
a Man Buys Life Insurance Today, the 
Set of the Sail—these scheduled topics 
suggest the usefulness that will set the 
tone of the meeting. 

The morning session will start prompt. 
ly at 9:59 and end at 11:59. The after. 
noon session will begin at 1:59 and end 
at 3:59. With a view to freeing those 
attending for urgent mid-day affairs of 
their own, no luncheon has been ar. 
ranged. In accordance with the asso. 
ciation rule, only members may gain 
admittance. 

Personally Pertinent 

The personal background which Mr 
Holcombe will bring to the meeting js 
uniquely pertinent. Besides being man- 
ager of Life Insurance Sales Research 
Bureau, he is secretary and treasurer of 
the Association of Life Agency Officers 
The 128 member companies of that or. 
ganization have about 90% of the Or. 
dinary Life business in force. 

His managership in Sales Research 
Bureau dates back to 1923 when the 
organization opened independent offices 
in New York. For two years before 
that, when the Bureau was part of the 
Bureau of Personnel Research at Car- 
negie Institute of Technology, he had 
been business manager. 

Particularly applicable now is Mr. 
Holcombe’s insurance experience during 
the last war. In 1918, along with Frank 
L. Jones, vice-president of the Equitable 
Society, he taught life insurance to the 
A.E.F. in France in the Overseas Life 
Insurance school. Before his military 
service he had been with Phoenix Mu- 
tual in charge of research in the agency 
division. His formal education he ac- 
quired at Yale and Harvard Law School. 

Pertinent also is the insurance back- 
ground of Mr. Woodson. Besides his 
position as assistant manager of the 
Sales Research Bureau he has for the 
past three years been director of serv- 
ice. In that capacity he is in charge 
of schools and all other activities en- 
gaged in purveying the bureau’s find- 
ings. Before joining the bureau in 1937 
he put in eight years with Mutual Trust 
in ascending capacities, among them 
Washington and Oregon manager a 
Seattle, and exective assistant to the 
president at Chicago. 





Salary Limits Order 


(Continued from Page 1) 


whatsoever,” it does not apply to in 
come from other sources. 
Insurance Benefits Defined 
In the regulations the term “insurance 
and pension benefits in a reasonable 
amount” means: 
“Contributions by an employer to an 
employes’ trust or under an annuity plan 
which meets the requirements of Section 
165(a) of the code, and 
“Amounts paid by an employer on at: 
count of premiums on insurance on the 
life of the employe which amounts are 
deductible by the employer under Sec: 
tion 23(a) of the code, except that if 
such amounts are includible in the gross 
income of the employe under the code 
the amount in respect of each employe 
may not exceed 5% of the employes 
annual salary or wages determined with: 
out the inclusion of insurance and pet 
sion benefits.” 
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NEW ENGLAND LIFE AD MEN 





cE. Crane, National Life of Vt., and 
‘c, W. Van Beynum, Travelers, Fea- 
"tured at Boston Meeting 

New England members of the Life 
fnsurance Advertisers Association met 
October 23 in Boston and discussed 
5 currently important. | Featured 
speakers were Charles E. Crane, pub- 
icity director, National Life of Ver- 
mont, and Cc. W. Van Beynum, publicity 
anager, the Travelers. 

Subjects discussed more informally and 
oroup leaders were, Today s Market 
and How to Reach It, Ward Phelps, 
Life Insurance Sales Research Bureau; 
How Advertising Can Aid in Recruiting 
New Salesmen, Lewis B. Hendershot, 
manager of agencies, Berkshire Life; 
Direct Mail Under Today’s Conditions, 
William L. Camp, editor, Connecticut 
Mutual; and a discussion of miscellan- 
eous, but equally timely subjects, led by 
Arthur F. Sisson, advertising director, 
State Mutual. Committee in charge in- 
cluded G. Russell Noyes, editor, Phoenix 
Mutual; Mr. Hendershot and Mr. Sisson. 


topic 


m 





Baltimore Ass’n Committees 


Appointed By Pres. Stadler 


Harry N. Stadler, president of the 
Baltimore Life Underwriters Association, 
has appointed committees for the com- 
ing season, chairmen of which are the 
following: Auditing, T. J. Mohan; Busi- 
ness Standards, J. P. Graham, Jr., J. W. 
Huey, Jr., vice-chairman; By-Laws, Wil- 
liam Zieve, P. E. Ansel, vice-chairman; 
Cooperation with Trust Officers, G. J. 
Clautice, G. H. Helfrich, vice-chairman; 
Education, Morris Meyer, H. G. Calvert, 
vice-chairman; General Agents and 
Managers, L. C. Richards, Paul Kruger, 
vice-chairman; Law and _ Legislation, 
David Goodman, F. B. Addison, vice- 
chairman; Program, Clayton Demarest, 
Jr, M. L. Bluttman, vice-chairman; 
Membership, R. L. Hyde, C. H. Bar- 
ranger, vice-chairman; Publicity and 
Advertising, J. Boynton, R. H. 
Godine, vice-chairman; Soliciting Agents, 
J. N. Gates, R. S. Golheim, vice-chair- 
man; Women’s, Mrs. Helen Lay Tall, 
Miss Nancy Heidelbach, vice-chairman; 
Children’s Christmas Party, L. V. Go- 
dine, general chairman, C. A. Chrow, 
entertainment chairman, Lewis Kurtz, 
purchasing chairman, G. W. Remer, 
fnance chairman; War_ Bonds and 
Stamps, J. P. Graham, Jr., L. N. Towner, 
vice-chairman; “Keep Well Crusade,” L. 
Y. Godine, W. J. Kenealy, vice-chairman. 





GIDEL HEADS DECATUR ASS’N 
Harry E. Gidel, district manager in 
Decatur, Ill, for Mutual Life of New 
York, has been elected president of 
Decatur Life Underwriters Association. 
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Philadelphia Co.s’ Float In Navy Day Parade 


| 


Seven Philadelphia life insurance companies had a float in Philadelphia’s Navy 
Day parade, largest and most brilliant pageant in the Quaker City since the last war, 


with 25,000 people in line and half a million spectators. 


The parade included men 


from the armed forces, non-combatants from all kinds of civilian defense, war 
workers, united nations, school children, 60 bands, 65 floats. 

The life insurance float, “Life Insurance Goes to War,” bright with red, white 
and blue, held eight life company employes with miniature models of various im- 
plements of war in their arms to symbolize the use of life insurance dollars that 
have been and are being invested in U. S. Government securities and therefore 


applied in the prosecution of the war. 


The companies participating: Penn Mutual, Provident Mutual, Fidelity Mutual, 
Philadelphia Life, Girard Life, Home Life of America, and Pennsylvania Mutual. 








FRANKLIN LIFE STATEMENT 





President Becker of Illinois Company 
Reports Gains Made During 
First Nine Months 
Franklin Life, Springfield, Ill, for the 
first nine months of 1942 shows an in- 
crease in ledger assets of $4,351,782, or 
$2,076,116 over the corresponding period 
of last year, President Charles E. Becker 
has reported. This brought total cur- 
rent assets to a point exceeding $51,- 

000,000. 

First year premium income showed a 
gain of $56,653 over the comparable nine 
months of 1941. Total renewal premiums, 
at $4,422,743, represent an increase of 
$454,013 over the first nine months of 
last year. Volume of surrenders de- 
clined about 6%. At 41.3, mortality for 
the nine months is off 8% from a year 
ago. 





Shepherd On Underwriting Procedure Costs 


(Continued from Page 8) 


teresting studies of our rejections. Table 
3 gives our rejection rates for the first 
quarter of 1942 by ages. Medical ex- 
aminations are required at ages 51 and 
over it the total amount applied for plus 
any previous Prudential Industrial ex- 
ceeds $500 and in other cases when 
called tor. We hope to find some groups 
naw examined that we can either accept 
without an examination or that we can 


Table 2 
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3 600 2.00 200 100 1,200 4,400 4,750 
4 200 ? ? ? ? ? ? 
All 10,000 





reasonably reject outright. In that way 
we may be able to reduce the number 
of examinations now required. We may 
find it possible to substitute inspection 
reports for examinations in some cases. 
In any event, we expect that our analy- 
sis will give us an idea of how much 
value we are getting from our present 
procedures so that we will know what 
to expect if we are forced to give any 
of them up during the war. 


HOOD ELECTED IN RICHMOND 

Jesse A. Hood has been elected presi- 
dent of the Life Agency Managers, Inc., 
at Richmond, Va. George T. Bryson has 
been chosen vice-president and Benjamin 
Cottrell, secretary and treasurer. Be- 
sides the three officers named, members 
of the board of directors are Jewel W. 
Tyson, D. Sam Perry, Spiller Hicks and 
Carroll T. Scott, now on active service 
with the Army. 


LONG ISLAND GROUP MEETS 
Taxation, Sales, War Work Chief Topics 
of Life Chapter at Garden 


City 

Long Island chapter, Life Underwrit- 
ers Association, held its first Fall meet- 
ing at the Garden City Hotel on Oc- 
tober 16. W. Halsey Wood, manager 
of the Hempstead office, Equitable 
Society, and president of the chapter; 
discussed the probable effects of new 
taxation on life insurance. Edward L. 
Reiley, Penn Mutual, vice-president of 
Life Underwriters Association of New 
York City, spoke on the topic “Let’s 
Consider the Consumer.” 

The Long Island chapter, President 
Wood reported, has sold thousands of 
dollars worth of war bonds and stamps 
during the past year. Frederick R. 
Pippa, supervisor of the field training 
division of Metropolitan Life, was in- 
troduced to the 110 members present. 
Timothy D. Heenan, manager of the 
Hempstead office of John Hancock, and 
a vice-president of the chapter, was 
chairman of the arrangements commit- 
tee. An orchestra from the Hancock 
office in Hempstead furnished music. 


DR. RAVOLD, ST, LOUIS, DEAD 








First Chairman of American Life Con- 
vention Medical Section Studied 
Under Pasteur 
Dr. Armand Ravold, St. Louis bac- 
terioligist, and first chairman of the 
medical section of the American Life 
Convention, died on October 26 in that 
city. He was 83 years old and a bachelor. 

It was at the organization meeting of 
the medical section in 1910 that Dr. 
Ravold, then medical director of Mis- 
souri State Life, was elected chairman 
of the new group. He was born in St. 
Louis and after his graduation from 
McDowell’s Medical College in 1881 
studied abroad. While in Paris he was 

a student of Louis Pasteur. 





IMPERIAL MUTUAL PLEA OUT 
The District Court of Appeals, Los 
Angeles, has denied the motion of at- 
torneys for Imperial Mutual Life asking 
dismissal of the appeal of Insurance 
Commissioner A. Caminetti, Jr. from a 
recent ruling of Superior Court Judge 
William S. Palmer. After ordering the 
affairs of the company returned to its 
officers, Judge Palmer had ruled he 
would retain jurisdiction until 1943. 





Table 3 
Prudential Weekly Premium Industrial Insurance 
First Quarter 1942 
Rejection Rates 


Percentage of Ap- 


Medical and 
Non- Medical 


plications Med- Non- Medical Medical Applications 
Ages ically Examined Applications Applications Combined 
1- 5 1.24% 0.16% 32.7% 0.56% 
6-10 2.69 0.10 20.4 0.65 
11-15 3.76 0.09 18.6 0.79 
11-15 3.76 0.09 18.6 0.79 
16-20 481 0.15 18.5 1.03 
21-25 5.64 0.25 18.7 1.29 
26-30 6.38 0.33 19.0 1.52 
31-35 7.00 0.37 20.0 1.74 
36-40 7.50 0.42 21.4 1.99 
41-45 8.04 1.21 25.4 3.16 
46-50 8.27 1.58 26.7 3.66 
51-55 22.94 1.57 15.7 4.82 
56-60 24.20 1.71 18.2 5.69 
61-65 21.50 1.58 23.4 6.27 
66-70 18.16 1.52 33.8 7.38 
All 6.99 48 21.0 1.91 
Table 4 is given to show the variation COME ocak cass ceaswanes 0 companies 
that exists in company practice regard- 40 cents but less than 50 
ing the amounts spent for medical ex- QU aoc ciccdudennxecenss 3 companies 
aminations and inspections among twen- 50 cents but less than 60 
ty Industrial companies. CURR cncdevaascdasedeces 2 companies 
Table 4 60 cents but less than 70 
: d 7 on EE 2 companies 
Expenditure for Medical Fees and In- 70 cents but less than 80 
spections—Industrial Insurance GN ss vatvaleaneiaae 0 companies 
Per $1,000 Issued—1941 80 cents but less than 
(20 Industrial Companies) CA PIES IAAL 0 companies 


Less than 10 cents per thou- 
sand dollars issued....... 
10 cents but less than 20 
WOMEGe con dues a inindocr 5 companies 
20 cents but less than 30 
cents 
30 cents but less than 40 


4 companies 


2 companies 


90 cents but less than $1.00. 2 companies 

There is truly a remarkable variation. 
I had hoped to correlate the item of 
expenditure with the mortality experi- 
enced, but concluded that there were too 
many other factors to show any clear 
relationship. 
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DOYLE 
Doyle, 


Board 


THE. LATE. J. ii. 
death of J. H. 
the National 


only 


general 


In 


counsel of of Fire 


Underwriters, not has the insur- 


ance business lost one of its most val- 
ued figures, but one who will be missed 
by state regulatory and other officials 
with whom he had been an important 


factor from the standpoint of coopera- 
tion. 

No one in the fire insurance business 
kept in touch with regulatory 
rules and regulations and with laws af- 
fecting fire insurance than he did. Part 
of his duties was to inform the members 
of the National Board of all changes in 
regulations and pending 
and enacted legislation so that the com- 
panies would be in an immediate posi- 
tion to carry out State Federal De- 
partmental regulations and re- 
quirements and know quickly about the 
statutes so they could observe them. 
Often his bulletins were sent to Com- 
missioners and other officials before they 
went to companies in order to make sure 
of their accuracy and to effect changes 
in bulletins in conformity with the 
new edicts. This was valuable service 
both to the public and to the insurance 
business. 

Mr. Doyle was an important figure at 
conventions of the National Association 
Insurance Commissioners where his 
integrity was long recognized and where 
his views were welcome as presenting 
the standpoint of fire insurance in mat- 
ters under consideration by the 
ciation. 

With the National Board twenty-eight 
years, soon after he joined the organi- 
zation his duties began to take on broad- 
starting with the East and 
gradually embracing the entire country. 
Fifteen he became general 
counsel although he had been doing work 


closer 


rules and in 


and 
rules, 


of 


asso- 


er scope, 


years ago 


fitting that title for some time before. 
A man of the finest character, when he 
made up his mind he did not deviate 
from his sense of duty. An unusually 
hard worker, he possessed a sense of 

bil hich nothing could dis- 


unc. 

his share of the work 
1921 Federal taxation 
affecting fire insurance, which 
till stands. In civic life Mr. Doyle was 
also active and as police commissioner 
of Glen Ridge, N. J., he did a splendid 
job. 


utstanding was 


in drafting the 


formula 


74 
al 


the post office of New York City under the act 


SHOULD BE NO LETDOWN IN 
INSURANCE EDUCATION 

A meeting in wartime atmosphere— 

the Insurance 

held New 

was interesting 

One 


the annual conference of 
Institute of 
York City 


from a number 


America, Inc., 
this week, 
of these 


of angles. 


was the firm conviction of those pres- 


ent that the need for insurance educa- 
tional work is greater today than ever 
before because of the large number of 
men who have gone into the services 
resulting in their being replaced by so 


many Obvious- 


inexperienced workers. 
ly, the home offices cannot be expected 
to bear the full responsibility of training 
new workers, particularly girls and wom- 


en 


without fundamental knowledge of 


insurance who have been in. 


brought 
Furthermore, a similar situation on a 


smaller scale is the 


facing insurance 
agencies of the country, 

The consensus of opinion at the In- 
stitute meeting was that there should be 
no letup in the educational activities of 
the Institute. Taking of a pessimistic 
outlook on the situation met with dis- 
approval from a number of those pres- 
ent, including Edward C. Stone, who 
was re-elected president of the Institute 
this week; E. R. Hardy, secretary-treas- 
urer, veteran educator, and Arthur C. 
Goerlich, educational director of the In- 
surance Society of New York, Inc. 

Mr. Goerlich sounded the keynote that 
the work of the Institute and local in- 
surance all the country 
assumes a new importance—that of 
training inexperienced workers for jobs 
of responsibility in insurance offices. He 
did not believe that the insurance edu- 
cational movement was at a standstill, 
although admittedly enrollments for the 
various courses of the Insurance Society 
of New York and some others through- 
out the country will be off because of 
the war situation. 

President Stone in his annual report 
took the opportunity to defend free and 
private enterprise as against Govern- 
mental ownership. He indicated that 
the trend was towards the latter and 
for that reason he urged that insurance 
people everywhere impress policyholders 
and their own organizations with the 
integrity and honesty of the insurance 
business, 


societies over 


now 














Edward McLoughlin, Deputy Insurance Superintendent; A. J. Smith, chairman 
‘Insurance Committee for Bennett for Governor” 
Louis H. Pink, Superintendent of Insurance, and James A. Beha, former Insurance 
Superintendent, standing, left to right, before Bennett poster at the headquarters 
opened last week at 34 Cliff Street, New York City. 
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and prominent agent; 





Frank W. Sargeant, chairman of the 
board of the New Hampshire Fire and 
the Granite State Fire, last Saturday 
completed sixty years of continuous ser- 
vice with the New Hampshire Fire. Dur- 
ing that time he was president for thir- 
ty-three years, retiring from that post 


in 1938 to become chairman. Born in 
Canada, N. H., in 1860, Mr. Sargeant 
was graduated from Philips Exeter 


Academy and in the Fall of 1882 joined 
the New Hampshire as an office boy. 
Later he served for a while as special 
agent in northern New England and in 
1894 was elected assistant secretary. He 
was advanced through various executive 
posts rapidly and became president in 
1905. During his term as president as- 
sets of the New Hampshire increased 
from about $4,000,000 to nearly $17,000,- 
000 and surplus from around $1,000,800 
to over $8,000,000 


* * * 


Charles H. Roloson, president of the 
Central Insurance Co., Baltimore, and 
also president of the Baltimore Asso- 
ciation of Commerce, has been invited 
by Mayor Howard W. Jackson to be- 
come a member of a committee of promi- 
nent business, professional and _ civic 
leaders which will consider planning for 
the post-war period. Mayor Jackson is 
connected with one of the city’s leading 
insurance agencies. 

* £ © 


Sir William Palin Elderton, manager 
of the Equitable Life Assurance Society 
of London, the world’s oldest life insur- 
ance company, and who is president of 
the Chartered Insurance Institute, was 
elected an honorary member of the In- 
surance Institute of America, Inc., at its 
annual conference on October 27. One 
of the world’s outstanding actuarial au- 
thorities, Sir William has many friends 
in this country. He attended the joint 
actuarial meetings held in October, 1938, 
at the Waldorf-Astoria Hotel and dis- 
cussed several subjects on the agenda. 

* * ok 

Harold Ickes, Secretary of the Inter- 
ior, has on his desk for study the draft 
of a proposed Philippine “life insurance 
conservation act” drawn by H. Stewart 
McDonald, legal adviser, office of the 
Philippine High Commissioner, 


Thomas G. Linnell, Minneapolis gen- 
eral agent and grand supervisor of the 
flock of Blue Goose, has been appointed 
district officer to serve in the facilities 
security service of civilian defense in 
anti-sabotage and public utilities protec- 
tion. Mr. Linnell is district officer for 
the Minneapolis-St. Paul district under 
the seventh defense regional office at 
Omaha. He will attend the provost mar- 
shal general’s school at Fort Ogelthorpe, 
Ga., starting the latter part of October 
before assuming supervision of his dis- 
trict. 

x ok Ok 

A. F. Irby, head of the A. F. Irby & 
Co. general agency at Atlanta, has two 
sons in the navy. A. F. Jr., junior part- 
ner in the general agency has received 
his commission as lieutenant (j. g.), and 
William Neal Irby is training at the 
pre-flight school at Athens, Ga. 

* * * 

C. E. Baker, Canada Life, past presi- 
dent of the Lansing Life Underwriters 
Association, has been selected as chair- 
man of the Payroll Savings Plan for 
War Bonds Campaign in Lansing. 

x oe * 

Leon J. Rosenthal of the Newark in- 
surance agency of Rosenthal & Klein, 
Inc., suggests that holders of insurance 
policies of all kinds be urged to convert 
premium refunds or dividends into wat 
stamps and bonds. 

* * x 


Lowell F. Brown, Travelers, has beet 
named chairman of the Group Supervis- 
ors Division of the Chicago Association 
of Life Underwriters. He will assume 
his new office at the meeting scheduled 
to be held on November 30. At the 
Chicago association’s luncheon meeting 
today when the speaker will be Grant 
Taggart of Cowley, Wyo., president of 
the National Association of Life Under- 
writers, heads of the various divisions of 
the Chicago association will be at the 
speakers’ table, it is announced by Pres! 
dent James H. Brennan. 

a 

Dr. J. Albert Avrack, medical director, 
United States Life, has been appointe 
a major in command of the medical de- 
tachment of the Fifth Regiment, New 
York Guard. 
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The Late Frank L. Curtis 


Frank Loveland Curtis of Syracuse, 


y. Y., retired New York State fieldman 
of the Springfield Fire & Marine, whose 
death was recorded briefly in these col- 
umns last week, was one of the grand 
fire insurance, widely be- 
and old associates. 


old men of 
loved among young 
Affectionately he was known as “Pop” 
by hundreds of agents. He was 86 years 
old and had retired February 1, 1939, 
after’ serving the company in the New 
York field for forty-three years. 


Jorn in Northfield, Vt., on August a 
1856, Mr. Curtis was educated in the 


public schools, but at an early age start- 
ed to support himself, first as a railroad 
brakeman in Vermont and later in busi- 
ness in Dickinson Centre, N. Y. He 
entered the insurance field selling life 
insurance and then became a fire agent 
at Potsdam, N. Y., following which he 
served as fieldman for the old Reading 
Fire. In 1895 he joined the Springfield 
as special agent in central New York. 
E. H. Hornbostel, veteran New York 
state agent of the Firemen’s and author 
of Tales of the Road, which appeared 
for many years in The Eastern Under- 
writer, in 1934 wrote an outstanding trib- 
ute to Mr. Curtis which it is our privi- 
lege to reproduce herewith: 


“Among the fieldmen of New York 
State traveling as ‘full fledged’ insur- 


ance men in the period covered by the 
years 1890 until recently there stands 
out Frank L. Curtis, representative of 
the Springfield Fire & Marine, with 


which company he threw his lot after 
‘Billy’ Mackay retired from the New 
York State field in 1894 to become an 


oficer of the company. Mr. Curtis had 
been with the Reading Fire for several 
years before then, and it was in that 
capacity that I first met him at the old 
Delavan at Albany, destroyed by fire 
about the last day of 1894. 

“He had the physical strength of an 
ox, and I remember his telling me that 
at one time when he was at Penn Yan, 
, some ruffian attempted to attack 
him on a lonely street, Dest Frank laid 
him out neatly and then notified a local 
policeman that if he would go down such 
or such street he would find a man lying 
in the gutter who needed medical care. 
That physical strength nurtured a very 
clear, practical and able brain, and, to 
my mind, he developed into one of the 
ablest adjusters in New York State. 

‘I was always glad to be on a loss 
with him in those days when there were 
no adjustment bureaus, nor rating bu- 
Teaus, for that matter (nor schedules 
nor lists of approved materials, etc.) and 
the special agents made the rates and 
niles. ‘th rough their Underwriters Asso- 
ciation of New York State, which was 
an organization run entirely by the field- 
Pay of New York State, now superseded 
by the New York State Fire Insurance 
Rating Organization. 

“In association matters, also, he took 
avery active and useful interest, serv- 























ing on almost all committees and finally 
becoming president in 1910 or there- 
abouts. I was on the executive com- 
mittee with him for several years and 
enjoyed my bouts and controversies with 
him immensely, though we differed in 
opinion quite frequently, but honestly 
so, and man-wise. He was born in 
Franklin County in northern New York, 
which even then was still in a way pio- 
neer territory, peopled largely by de- 
scendants of the first generations of the 
sturdy New Englanders who came into 
northern New York about the years 1800 
to 1810. It is in this way that the term 
‘New York State Yankees’ originated. 
“He lived at Malone and Brushton. 
As customary in those days every man 
took a hold of any work that presented 
itself to make an honest living and in 
this process he ran a mill, was post- 
master and assessor, school trustee and 
also worked at life insurance through the 
old firm of Neigs & Hadley at Malone, 
N. Y., now the Hale agency. Then he 
had a local agency at Potsdam, N. Y., 
and traveled for the Reading Fire. 
“This does not detail all his activities, 
for he also was a great fisherman and 
tells with gusto the story of his meet- 
ing President Cleveland at Upper Sar- 
anac Lake, where President Cleveland 
was staying at the old Saranac Inn (a 
very small Summer resort then and be- 
fore the days of the railroads) in the 
nineties, during his second term (or was 
it his first term, Frank?) and presenting 
Mr. Cleveland with a part of his catch 
that day. The cottage Mr. Cleveland 
occupied still stands just south of the 
hotel, and we played our baseball games 
right in front of it during our Summer 
meetings there from 1919 to 1930. Frank 
writes me as follows under date of July, 
1934: ‘Convalescing nicely from a double 
fracture left arm, bruised leg, etc., oc- 
curred April 29 at Elmira—ten weeks.’ 
“T have never known a man who got 
more general enjoyment out of life than 
Frank Curtis, and who has helped friends 
in distress or misfortune more than he 
has. A fine self-made man in every re- 
spect and I am proud to have had the 
chance to know him. Forced to earn a 
livelihood early in life he educated him- 
self step by step in his way upward and 
made a success of everything he under- 
took. He and Jim Carothers were very 
warm friends and it was always a source 
of pleasure to me to observe how they 
bullyragged and razzed each other like 
two big mastiffs, when I was thrown in 


contact with these two really big men 
during work and play. 

“Frank is a member of the ‘As Long 
as You Live Club,’ of Malone and Lake 
Titus, the Adirondack home of the de- 
ceased Herbert Hale of the O'Neal & 
Hale agency of Malone, N. Y. For 


many years Curtis and Hale gathered 
around themselves at Lake Titus a group 
of insurance fieldmen to fish and play 


for a week or so. A coterie of darn 
good fellows, and I always have wished 
IT had been a member of that good fel- 


lowship. 
“Frank went in for motor boating for 


a time, and somehow or other had sev- 
eral mishaps. Anyway his friend Car- 
others used to call Frank’s boat a ‘sub- 
marine,’ because he claimed it was under 
water most of the time. 

“Frank liked his game of cards as 
much as the most of the rest of us, 
and while I never cared for cards my- 
self, I often attended games at the old 
Iroquois at Buffalo, just to be with the 
crowd. Around those tables sat many 
men who now rank high in the board 
of officers of many companies, despite 
the opinion of people who thought it 
sinful to enjoy a good old fashioned 
game of poker. Frank was a good loser 
and a good winner in cards as well as in 
the game of life.” 


x * * 
Sabotage 
One of the most interesting books that 
has been published lately is from the 
press of Harper & Brothers and is 
called “Sabotage! The Secret War 
Against America.” The authors are 
Michael Sayers rie Albert E. Kahn. 
* * 


Hubbard, in New Aetna-Izer, Backs 
Sales of Reporting Coverages 
The Aetna-Izer, well known publica- 
the Aetna Life Affiliated Com- 
panies, appeared last month with an at- 
tractive newspaper style of format. The 
war-time basis calls for double the num- 
issues previously printed. Fea- 
include one on development 


Earl Williams of 


tion of 


ber of 
ture articles 
of burglary lines by G. 
Los Angeles; another on systematic 
selling by Edward L. Adams of Cin- 
cinnati; service pays dividends by John 
B. Wallace of St. Petersburg, Fla.; 
bailee’s customers insurance by Lyle C. 
Ehrhart, of Atlanta, Ga., and selling 
reporting covers by Clarence T. Hub- 
bard of the home office in Hartford. 

Mr. Hubbard, secretary of the Auto- 
mobile, says the reporting covers have 
been broadened and simplified and he 
feels the present market holds fine op- 
portunities for business. 

“Right now, reporting covers, both in 
the number written as well as the values 
handled, are at an all-time peak,” says 
Secretary Hubbard. “This is due to the 
high inventories and demands of the 
time as well as the broadening of the 
contracts and the simplification of the 
forms. 

“For pongo 
Intrastate Form ‘B’ 


ee e Form 2 and 
which were used for 
seasonal risks, have been discontinued. 
The ‘manufacturing location exclusion’ 
appearing in the remaining Interstate 
Form 1, and Intrastate Form ‘A,’ 
been eliminated. Furthermore, in most 
territ with but few exceptions, In- 
trastate Form ‘A’ can be written to in- 
sure the contents of just one location, 
as well as several locations if desired. 
“A number of the prohibited classes 
eliminated and the language 
forms has been considerably sim- 


has 


ories, 





“Now that the Intrastate Form ‘A’, 
also known as the Single State Form ‘A’, 
has been pretty generally adopted, tl! 
umbersome merchandise and fixture 
form used in the Middlewest for single 
locations, has less and less attraction. 

“There is no more simple manner by 
which to insure fluctuating stocks of 
nerchandise for sale or on storage, than 
inder Form 1, or Form ‘A’, depending 
under which the risk will qualify. 

‘Tt requires five locations, with a 
minimum deposit premium of $500, and 
a minimum earned premium of $300, to 
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a 


} 
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qualify for Form 1. Such a risk would 
he average rated by the Interstate Un- 
derwriters Board through application. 





PI 

These applications are available at the 
ho me office, through any field office, or 
fire or marine state or special agents’ 
headquarters. The application should be 
under the guidance of some- 
one familiar with reporting covers and 
forwarded to the home office, c/o the 
general cover department. 

“Under the Single State Form ‘A’, 


filled a out 


the minimum deposit premium is $100 
and the minimum earned premium $100. 
In most territories, a single location, if 
it qualifies in earning power to the min- 
imum premiums quoted, is eligible. There 
are a few spots where the bureaus still 
require two or more locations for a 
Form ‘A’, but these are changing rapidly. 
Some of the Eastern jurisdictions re- 
quire not less than $50,000 in minimum 
average values and a signed application, 
but outside of a few Eastern states, the 
balance of the territories permit nearly 
any location to be insured under a Form 
‘A’ so long as the earned premium 
charged is not less than $100. 

“An important point to remember is 
th at Form ‘A’ can also be written inter- 

state subject to the same minimum pre- 
mium requirement of $100. There are 
many smaller reporting cover risks which 
extend from one state into another. 

“For the average run of merchants, 
warehousemen and manufacturers, the 
T. U. B. Form 1, or your local Form 
‘A’, will take care of insuring fluctuating 
values. There are a minority of risks 
which, by reason of their peculiarities, 
might better be handled under a non- 
reporting Interstate Form 5, or an inter- 
state class floater. This we can deter- 
mine for you by correspondence or any 
state or special fire agents can assist. 

“All I. U. B. forms, which usually 
means interstate risks, are eed at the 
home office, freeing you from all detail. 
Single State Form ‘A’ contracts are 
usually written by recording agents. 
Other agents and brokers can have such 
policies written for them. If you are 
a local agent and have never written 
a Form ‘A’, we will simplify your first 
experience by preparing the form for 
you. 

“Most merchants 


and manufacturers, 
now maintain high 


inventories, so that 
their premium requirements are above 
the minimum designated for reporting 
covers. The fluctuations in commodity 
values, as well as the shifts in volume, 


bring out the reporting cover as the 
most effective means of carrying such 
insurance. 


“It mav be true that some of the 
nresent risks now written under report- 
ing covers mav not continue to qualifv 
because of changed conditions, but if 
vou obtain and service such risks with 
reporting covers now, you will be gain- 
ig invaluable experience. If yours is 
a growing agencv, you never know when 
vou may be called upon to handle a 
larger reporting cover, possibly one 
some competitor has handled for a num- 
ber of years.” 


YW 
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International Who’s Who 
The seventh edition of this well-known 
“ouide personalitie 
walk of was published in 
London (European Publications, Ltd.), 
reached the United States safely just a 
few days ago after traveling six weeks. 
__The 1,012 pages contain about 12,000 
names of people of all parts of the world 
in contrast to the 2,400 pages of Who’s 
Who in America covering 40,000 person- 
alities almost exclusively in the United 
States. 
Only a handful of American insurance 


to world in every 


life,” which 


men appear. Of the presidents of the 
American life insurance companies only 
1 ° Ce 
three appear. Among American educa- 


tors space is given to Dr. S. S. Huebner, 
Wharton School of Finance, University 
of Pennsylvania; and Dr. Alfred Manes, 
Indiana U savecsiey. 


* * * 


M. B. Weber Second Vice-President 


_M. B. Weber has been promoted from 
urd vi ice-presi dent to second vice-pres- 
saad in e American Motorists. He 
ith Wise onsin Compensation Rat- 

ing Bureau for five years hefore joining 





the American Motorists in 1925. He 

first served as an assistant underwriter 

and in 1927 was appointed head of the 

compensation underwriting department. 

- Nov em sce 1941, he was appointed as- 
istan it to H. G. Kemper, executive vice- 
esident. 
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J. H. Doyle Dies at 67; 
National Board Counsel 


SERVED BOARD FOR 28 YEARS 





An Authority on Insurance and Revenue 
Laws; Loved the West Where He 


Went Every Summer 





Joseph Henry Doyle, general counsel 
of the National Board of Fire Under- 
writers, died at his Summer home in 
Del Norte, Colo., on Monday afternoon 
following an illness lasting several 
months. He was 67 years old and had 
completed on October 14 twenty-eight 
years’ service with the National Board. 


v 


JOSEPH HENRY DOYLE 


The strain of work in this war year 
overtaxed Mr. Doyle’s strength but his 
recovery had been hoped for. Mr. Doyle 
had been in Del Norte with his wife, 
the former Miss Iva Bell Cochran of 
Del Norte, and their daughter, Vava 
Doyle, since July. 

Funeral services were held yesterday 
afternoon at Del Norte, with interment 
there. 

Surviving Mr. Doyle, besides his 
widow and daughter, are four sons, all 
in the armed forces. They are Lieu- 
tenant Robert Henry of the Army, who 
was connected with the National Board 
in the legal department; James Glenn, a 
private in the Army overseas, and be- 
fore that special agent in Ohio for the 
Citizens of New Jersey; William Find- 
ley, an aviation cadet and formerly a 
student at Duke University, and Rich- 
ard Neal, a petty officer in the Navy, 
and formerly a student at Admiral Far- 
ragut Academy in New Jersey. 

Long and Successful Career 

Mr. Doyle served the National Board 
with conspicuous success, his broad ex- 
perience and his extensive knowledge 
of insurance, tax and general laws being 
of invaluable service to the company 
members of the board. He was a very 
busy man, as well as a colorful figure, 
for he and his staff had to watch care- 
fully the insurance and tax proposals 
of the Federal Government and the 
forty-eight states. But the fact that he 
nearly always had a full schedule of 
work on his desk did not make him 
irritable or annoyed with visitors. Pos- 
sessing a genial and calm personality he 
was also readily accessible and his de- 
liberate and kindly manner gave the im- 
pression he had all the time in the world 
to devote to friendly discussions. 

Mr. Doyle’s personality was a great 
asset in his dealings with legislators 





from one end of the country to another. 
Endowed with a remarkable memory 
Mr. Doyle was able quickly to interpret 
new legislative proposals in the light of 
past events and that ability to present 
the background at state house or Insur- 
ance Department hearings deeply im- 
pressed his listeners. 
Born in Illinois 

In Greene County, Ill, Mr. Doyle was 
born on April 27, 1875, the son of 
Thomas Doyle, a tailor who had served 
thirteen vears in the United States 
Army, including the Civil War period. 
When he was 21 years old young Doyle 
went West and for the next decade 
worked with the Denver & Rio Grande, 
Western Pacific and Southern Pacific 
railroads in Colorado and California as 
a telegraph operator. 

Having a wandering nature, he never 
stayed long in one town, moving from 
place to place in search of excitement. 
He arrived in one place, Creede, Colo., 
just after Robert Ford, killer of Jesse 
James, had met a violent death in a 
brawl. Many of those lumber and min- 
ing camps where Mr. Doyle once re- 
sided are today practically ghost towns. 
He revisited some of them in recent 
years on his annual vacations in Colo- 
rado. 

During these years Mr. Doyle studied 
some law on the side and after his mar- 
riage to Miss Cochran in 1904 in the 
same house at Del Norte in which he 
has always spent his Summers, he de- 
serted the nomadic life and turned his 
thoughts entirely to the law. Returning 
East he studied at the University of 
Illinois and in 1910 was admitted to the 
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Agents Will Abandon 
1943 Mid-Year Meet 


EXECUTIVE COMMITTEE MEETS 





Hear Pierce on F. I. A. Combine; 
Analyze N. A. I. A. Operation; 
Consider Branch Offices 





The executive committee of the Na- 
tional Association of Insurance Agents, 
meeting in New York City, October 23- 
27, decided to abandon the 1943 mid-year 
meeting except for a meeting of the 
National Board of State Directors heard 
C. W. Pierce, president of the Factory 
Insurance Association of Hartford ex- 
plain the new combined program of the 
three territorial F. I. A. organizations, 
considered strengthening the Washing- 
ton office of the association, discussed 
branch offices and appointed a number 
of committee chairmen. 

At its first meeting since adoption of 
the new constitution at the annual con- 
vention this Fall, the committee, in ac- 
cordance with the terms of that instru- 
ment, handled only emergency matters 
and there was absence of policy making, 
a function now reserved for the state 
directors. The committee made a search- 
ing analysis of the organizational struc- 
ture and operation of the New York and 
Washington offices. 

Moreton Presides 

Fred A. Moreton, Salt Lake City, vice- 
president, presided, with President David 
A. North, New Haven, and all members 
in attendance. Committee members pres- 
ent were Hunter Brown, Pensacola, 
Fla., and Guy T. Warfield, Jr., Balti- 
more, representatives on the committee 
from the National Board of State Di- 
rectors; Thomas G, Redden, Greensboro, 
N. C.; W. Ray Thomas, Pittsburgh, and 
Harry Perk, Jr., Los Angeles. 

Others present during part of the de- 
liberations were General Counsel Wal- 
ter H. Bennett, Assistant Secretaries J. 
B. Miller and George DuR. Fairleigh, 
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tor George W. Scott. L.C. H 
of Milwaukee, Wisconsin, 
the Executive Committee last year, w, 
was in New York on busi Pa 


Decision to abandon the regular mid. 
year meeting is due_to transportatio, 
and hotel difficulties. The date and place 
for the meeting of the state directo, 
are to be determined by President North 
with direction that it be set for the fry 
part of February if possible. 


Pierce’s Appearance 


Mr. Pierce’s appearance before th 
committee was on invitation of \M; 
North, and was in connection with , 
resolution adopted by the Chicago cop. 
vention recommending that the ay. 
tonomy of the Western and Pacife 
Coast associations be maintained. \; 
Pierce, explained the reorganization anj 
consolidation plan of the three tert. 
torial organizations. He said he woulj 
recommend appointment of a committe 
of the F. I. A. to consult with the Nu. 
tional Association, which in turn yil 
appoint a committee for conference wit) 
the F. I. A 

Mr. Pierce spoke in particular rela. 
tion to the recent action of the Federal 
Defense Plant Corporation which hai 
requested and received from the F. I, 4 
a general war emergency reduction ip 
rates of 10% and a lowering of com. 
mission to producers to 5%. 

It was felt by committee that the 
producers’ viewpoint in granting the re. 
ductions was not considered, that the 
agents were not consulted, that the op- 
portunity was not given for the agents 
to present counter-arguments that woul! 
have justified their commissions and to 
point out complications that might arise 
under the lowered rates and commis 
sions, and that the F. I. A. had acted 
hastily. 

Demanded Prompt Action 

Acknowledging some of these points, 
Mr. Pierce assured the committee that 
the matter demanded prompt action, and 
said that as long as he heads the F. |, 
A., a post just recently acquired, the 
producers’ viewpoints on matters of com- 
mon interest will at all times be sought. 
He presented the background of the 
subject of DPC business. 

As to the F. I. A. consolidation plan 
and the resolution against this move as 
adopted by the Chicago convention, Mr. 
Pierce expressed as his personal oninion 
that it was odd the agents would adopt 
such a resolution when they did not 
have at first hand all the facts and 
plans involved in the consolidation move- 
ment. The committee countered with 
the thought that it was the absence of 
such information which possibly occa- 
sioned the demand for the resolution, 
and that it was adopted only on the 
basis of preserving autonomy within the 
three territorial groups as the plan was 
visualized at that time by the agents 
within those regions. 

Explaining the proposed plan, Mr. 
Pierce said that the board of directors 
of the F. I. A., composed of chief ex- 
ecutives, shall dictate general operating 
policies, especially as to classes that may 
be written. The Eastern, Western and 
Pacific divisions each will operate under 
their own managements and will elect 
its own advisory committee, he said, with 
the restriction only that management 
policies adopted by each territorial div- 
sion must not run into conflict with nor 
be contrary to set Nation-wide policies. 
The entire movement, he added, is in 
the interests of uniformity both as to 
underwriting practices and share pat- 
ticipation of the companies, and_ that 
“much is in favor of the consolidation 
if it is wisely handled.” 

Branch Offices 

A. C. Wallace. Goshen, N. Y., pres 
dent of the New York State Association 
of Local Agents and Gustave R. Michel: 
sen, chairman, executive committee, As 
sociation of Local Agents of the City 
of New York, appeared before the con 


_ mittee in connection with the branch 


office subject. According to an announce 
(Continued on Page 20) 
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tta Teigeler Elected President; 
Nee Than 110 Women Attend 
First Meeting 

Insurance women of Buffalo, N. Y., 
last week organized the Buffalo chapter 
of the National Association of Insurance 
Women. One hundred and _ fourteen 
women attended, with eighty-seven as 
charter members. Much enthusiasm for 
an organization was shown. Marguretta 
Teigeler of Tremaine and Heussler 
Agencies was elected president. 

Other officers were elected as follows : 
First vice-president, Charlotte C. Wied- 
rich, Tiernon & Co., Inc.; second vice- 
president, Helen G. Kennedy, United 
States Fidelity & Guaranty; recording 
secretary, Monica A. Hoelscher, Enser 
& Clauss; corresponding secretary, Ade- 
lide Gielow, Armstrong - Roth - Cady, 
Inc.; treasurer, Harriet Wendelgas. 
Fidelity & Deposit. 

_ E. Buck, manager at Buffalo for 
the United States F. & G, and Alfred 
J. Charron, special agent of the Ameri- 
can of Newark Group, have been active- 
ly interested in the work of organizing 
the Buffalo women. 

Clara A. MacCubbin, United States 
Fidelity & Guaranty Co. Baltimore, 
chairman of the national clubs organiza- 
tion committee of the National Associa- 
tion of Insurance Women, directed the 
organization meeting of the Buffalo 
chapter last week. Miss MacCubbin is 
also assisting in organizing a club at 
Rochester, N. Y., and another meeting 
will be held in that city in November. 


WOMEN ORGANIZE 





More Witnesses Appear 
Before Jury at Atlanta 


W. G. Kennedy of Miami, Fia., was 
the only witness Tuesday before the 
Federal Grand Jury at Atlanta, Ga. 
which is investigating the fire insurance 
business. Horace Turner, Sr., of Mobile, 
Ala, cotton warehouseman, was a wit- 
ness on Monday. Other witnesses to 
date have included W. M. Woodward, 
Washington representative of the Red 
Cedar Association of Seattle; Samuel J. 
Fisher, Asheville, N. C., insurance agent, 
and S. C. Roper, Atlanta special agent 
for a mutual insurance company. 

Donald Leatherwood and Manuel M. 
Gorman, attorneys on Thurman Arnold’s 
anti-trust division staff, have joined 
Frank H. Elmore, Jr., and Robert J. 
Hyder in Atlanta and are assisting in 
the preparation of evidence for the Gov- 
ernment. 


Harold F. Shea President 
Of New England Board 


Harold F. Shea of Montpelier, Vt., 
was elected chairman of the New Eng- 
land Advisory Board at the annual meet- 
ing last week in Worcester, succeeding 
Harold W. Hatch of New Britain, Conn. 
Alpheus B. White of Keene, N. H., now 
serving in the Army, was elected first 
vice-chairman; Henry E. Davis of Provi- 
dence, R. I., second vice-chairman, and 
Paul J. Woodcome of Fitchburg, Mass., 
third vice-chairman. Paul H. Taylor of 
New Haven continues as_ secretary- 
treasurer. 

_Mr. Shea is a past-president of the 
Vermont Association of Insurance 
Agents and is national director from 
that state. He is now president of the 
Paige & Campbell, Inc., agency, with 
offices in Barre and Montpelier. 








N. Y. WOMEN TO MEET 


The Insurance Women of New York 
will hold its next meeting at the Hotel 
Grosvenor, November 2. Mrs. Irene 
Kuhn will be the guest speaker, her topic 
being “We Must Not Underestimate 
Japan.” Mrs. Kuhn has been engaged in 
hewspaper work for many years and is 
the author of the book “Assigned to 
Adventure.” She is at present associated 
with the National Broadcasting Co. as 
coordinator of programs. 





Automobile and Standard Conduct 
Classes for Women Underwriters 





Automobile and Standard Class for Women Underwriters 


Due to the increasing shortage of 
manpower, the Automobile Insurance 
Co. and the Standard Fire of Hartford 
are now conducting a class in fire under- 
writing which is composed exclusively 
of young women. The class is under the 
direction of James F. Dissell, assistant 
secretary of the fire underwriting de- 
partment, and includes six students, most 
of whom are recent college graduates. 

In the main, the course of instruction 
is the same as that formerly given to 
young men, and includes a number of 
specialized training methods developed 
by these two companies. Classroom in- 
struction in the theory and practice of 
fire insurance is held from 8:30 to 11:30, 
and the remainder of the day is devoted 
to actual working assignments in the 
underwriting departments. One of the 
principal duties of the students at pres- 
ent is the mapping of daily reports, a 
job at which Mr. Dissell reports the 
girls are proving themselves highly 
capable. 

Classroom instruction covers such fea- 
tures as introductory routine, office prac- 
tice, analysis of policy forms and 
clauses, technical features concerning fire 
hazards, operation and _ function of 
sprinkler systems, history and financial 
set-up of the Automobile and Standard 
Fire, general fire insurance company or- 





Bachert Norwich Union 
Special in New Jersey 
Rudolph Bachert has been appointed 
special agent of the Norwich Union 


Group for northern New Jersey. He 


succeeds the late Fred W. Lau. Mr. 
Bachert, who has been with the com- 
pany for twenty years and has had pre- 
vious field work, will have his headquar- 
ters at 24 Commerce Street, Newark. 





Haley Agricultural Special 

The Agricultural and Empire State of 
Watertown, N. Y., announce appoint- 
ment of P. W. Haley as special agent 
for the central New York area to suc- 
ceed R. D. Constable who resigned to 
become manager of the insurance de- 
partment of a large industrial concern. 
Mr. Haley joined the Agricultural in 
1929 after leaving Boston College. He 
has served in various home office de- 
partments, specializing for the past three 
years in engineering work in central and 
northern New York. His office is 545 
South Warren Street, Syracuse, N. Y. 


ganization, details of agency relations, 
accounting and collection practices, set- 
up of rating organizations, and numerous 
other topics. 

Pioneers in Field 

Mr. Dissell reports that the class is 
making better than average progress be- 
cause of the enthusiasm and diligence 
with which the girls are applying them- 
selves to the complexities of fire under- 
writing. “They realize,” he said, “that 
they are pioneers in a field of endeavor, 
the conduct of which under normal con- 
ditions is in the hands of male employes, 
and they are determined to prove that 
they have all of the necessary quali- 
fications for underwriting work.” He 
said that the girls are of an inquiring 
turn of mind and that a number of ques- 
tions are brought up for discussion 
which were not asked in previous classes. 

The preliminary instruction course will 
last from six to eight weeks, after which 
the girls will be assigned to full-time 
duties in the underwriting department. 
However, they will continue to have 
special instruction until they prove them- 
selves as junior underwriters. 

Other underwriting departments of the 
Aetna Life Affiliated Cos. are also train- 
ing young women to act in similar un- 
derwriting capacities of equal responsi- 
bility. 








Northern Assurance Honors 


Knox, Lent & Stevens, Inc. 


The Northern Assurance gave a dinner 
Tuesday evening at the Loyal Inn at 
Larchmont to the staff of Knox, Lent 
& Stevens, Inc., of White Plains, N. Y., 
in celebration of the agency’s comple- 
tion of fifty years as agent of the Lon- 
don. The agency was founded as Wil- 
liam B. Tibbetts Co. in 1876 and as- 
sumed the present title in 1921. A hand- 
illuminated scroll was presented to the 
agency in appreciation of its long and 
faithful service. 

Present at the dinner were the fol- 
lowing officers and members of the agen- 
cy: Murray M. Lent, president; George 
L. Knox, vice-president; John J. Tucker, 
vice-president; George H. Van Kleeck, 
secretary; Henry E. Holdridge, treasur- 
er; Frank McEwen, Robert Coffey, Anna 
Ferris, Madge A. Baker, Anne M. 
Greene, Adella Ackerman, Ethel Lewis, 
Elsa Cederman and Florence Campbell. 

The Northern Assurance was repre- 
sented by its assistant manager, E. A. 
Clark; its secretary, H. C. Stocker, and 
Special Agent William L. Bennett. 








N. Y. Dep’t Not to Act 
On Broker-Agent Rule 


PINK STATES HIS REASONS 





Believes Controversy Can Be Decided 
Within the Business Without Inter- 
ference by Government 


Insurance Superintendent Louis H. 
Pink yesterday issued a memorandum 
stating that the Insurance Department 
would not intervene in the controversy 
between New York City and suburban 
brokers and the New York Fire Insur- 
ance Exchange over the merits of the 
exchange’s broker-agent rule. While ad- 
mitting there is some merit to the com- 
plaint makes its too difficult for a broker 


to become eligible for appointment as an 
agent in this territory Mr. Pink said the 
problem is of a private nature between 
factors in the fire insurance business 
and not something for the Insurance 
Department to decide. 

However, the Superiritendent said that 
“the issue should be fairly met and de- 
cided by the industry itself through its 
own organizations, and without increas- 
ing the over-all acquisition costs. Alli 
interests, including the brokers who are 
not members of the exchange, should 
have an opportunity to present their 
views.” 

The rule to which objection is made 
is that for a broker to be appointed an 
agent also the agency’s premiums from 
brokers, other than itself, must be not 
less than 80% of its total premiums. 
Mr. Pink has long believed that this 
dispute within the industry should be 
settled by those involved. In his state- 
ment he said, in part: 

Reason for Rule 

“One of the main reasons for refus- 
ing to further permit brokers in the New 
York City and suburban areas to be ap- 
pointed as agents is undoubtedly to dis- 
courage the companies from appointing 
as agents, brokers who control business 
in order to allow them increased com- 
missions. It is no doubt the thought of 
the exchange that a relaxation of the 
rule might result in general increases in 
scales of commissions payable to all 
classes of producers in these and other 
territories and would otherwise create 
additional problems. 

“One weakness in the argument for 
the rule is that those brokers who were 
agents at the time the rule went into 
effect were permitted to continue. This 
is pointed to as evidence of existing in- 
consistencies but, although not logically 
defensible, it was a compromise measure 
decided upon in order to have the limi- 
tation adopted. 

“There is no duty imposed upon me 
to interfere with self-government in the 
industry in a matter of this kind. I feel 
certain that I have sufficient general 
authority under the Insurance Law, 
which does give the Superintendent very 
great power, to declare any rule inoper- 
ative which is manifestly unfair and 
harmful to the institution of insurance 
or to the public, but here both jurisdic- 
tion and public interest are doubtful. I 
can see no possible public benefit in de- 
ciding the issue. 

“It may be that this controversy 
should bring up for discussion the 
broader and more important question of 
the relationship of producers in the in- 
dustry. The thought has been expressed 
that brokers equipped to give detailed 
and special services to their assureds 
should be compensated under a different 
scale of commissions from those re- 
garded merely as solicitors of insurance, 
without extensive servicing equipment. 
That, too, is primarily a matter for con- 
sideration by the industry.” 








REILLY JOINS TRAVELERS FIRE 

Walter P. Reilly has resigned from the 
Nubel-Reilly Agency, Inc. to join the 
Travelers Fire, effective November 2, as 
special agent attached to the 55 John 
Street, New York City, office. 
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Formula Regulating Amount of Compensation to be Paid to 
Insured Analyzed; Actual Cash Value; Interest of 
Insured in Property Damaged 
By David A. Ticktin 
Partner of Powers, Kaplan © Berger 
Part IV 


ht, 1942 David A. Ticktin 
In the first three instalments Mr. Ticktin 
] hi »f the War Damage 





? t Ace t 

Corporation, d the various parties 
interest in the war damage policy trans- 
ion, and explained some of the policy 

provisions In this instalment, and the 


author considers problems asso- 
1 establishing the amount of loss 





to 37 of the War Damage Cor- 


policy read: 


l exceed the 








shal not 

property nor the in- 

herein at the time of 

s would cost to repair 

with material of like 

a reasonable time after 

No ywal iall be made for com- 

t FO loss of use, loss of profits, loss 

m delay or deterioration, loss or 

arket, cessation of work, fixa- 

‘ r value, interruption of business 

or re or occupancy, or for conse- 

qu No allowance shall be made for 

! increased cost of repair or reconstruction 

reason of any ordinance or law regulating 
truction, use or cit 

By the foregoing provision there 1s in- 

tended to be cameried a formula réeg- 

ulating the amount of compensation to 

be paid to the insured in the event of 


loss as well as certain possible situations 
wherein no compensation at all is to be 
turally a person purchasing in- 
does so for the purpose of as- 
himself indemnity in the 


ic for 


he is interested in the extent 








» which he will be indemnified or made 
whole should he suffer damage in the 
event that the perils insured against 
come to pass. It has already been ob- 
served that the perils insured against 
in the war damage policy are direct 
ical loss of or damage to the prop- 
erty described in the application annexed 

» the policy which may result from 
cnemy attack including any action tak- 
en by the military, naval or air forces 

the United States in resisting enemy 
< ack ‘ 
Actual Cash Value 

The amount of compensation which 
will be paid to an insured in the event 
of damage under the described circum- 
stances may not exceed (a) “actual cash 
value of the property.” 

Cash value of property has been vari- 
usly construed. In some jurisdictions 
he expression “cash value” has been 

ld to mean market value. In the oft- 
cited case of McAnarney vs. Newark 
Fire Insurance Co., 247 N. Y. 176, the 
Court of Appeals of the State of New 
York, in 1928, stated that that is not 
necessarily so. Among other things, the 
court held 

We interpret ‘actual cash value’ to have no 

value’ expressed 

s ‘ methods by which 

1a -d, we must look 

bzyond the ter to general prin- 
es ot the law 

“No principle the law of dam- 
ages, requires t recovery be restricted 
to the market value of the buildings. True 


it is that articles of commerce destined for sale 
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to measure loss through con- 
contract, by the market 
which such articles are bought and 
reason for the rule is this: the loser 
if awarded the prevailing price 
therefor, may enter the market and, with the 
sum awarded, replace the article lost with a 
substitute identical in kind and quality. 

“Replacement in kind necessarily accomplishes 
complete indemnity. However, the rule pre- 
supposes the existence of a broad market with 
frequent trading in articles of an_ identical 
character with the article lost. (Starkey v. 
Kelly, 50 N. Y. 676; Dana v. Fiedler, 12 N. Y. 
40; Messmore v. N. ”, Shot & Lead Co., 40 
N. Y. 422; Wehle Haviland, 69 N. Y. 448; 
Todd vy. Gamble, 148 N... ¥.... 3625 Saxe v. Pe: 
nokee Lumber Co., 159 N. Y. 371). It must 
be a market in which the loser ‘could have 
replaced the goods.’ (Wehle v. Haviland, su- 
pra). It must show ‘what would be the value 
party if he wanted to get the same ar- 
again.’ (Starkey v. Kelly, supra.) It 
must enable the loser to ‘supply himself with 
th.s article by going into the market and mak- 
ing his purchase at such price.’ (Messmore v. 
N. Y. Shot & Lead Co., supra.) 

“It has been said that value does not inhere 
in the thing to be valued; that it is a sub- 
jective conception; that identity of belief, on 
the part of many traders, as indicated in a 
market, causes the conception to assume the 
objective quality of an established fact. (Sedg- 
wick on Damages, sec. 242.) ‘Market value,’ 
as an exclusive measure of damages, necessarily 
involves identity of concept as disclosed by fre- 
quency of sale ‘Proof of a single sale is not 
enough to establish a market value.’ (Sedg- 
wick, sec. 244.) Clearly, where no sales have 
been made, the opinion of an expert that the 
property in question ‘will sell’ for a_ given 
sum does not establish ‘market value,’ in the 
sense of an exclusive criterion of value. ‘There 
cannot be an _ established market value for 
barges, boats, and other articles of that de- 
scription, as in cases of grain, cotton, or stock. 
The value of such a boat depends upon the 
accidents of its form, age, and materials; anc 
as these differ in each individual there could 
be no established mavicet value.’ (The Granite 
State, 3 Wall. 310, at p. 314.) 

“A luxurious private yacht of large 
sions, though marketable in the sense that she 
can be sold, in the true sense of the term has 
no market value ‘She does not fall within 
the class of articles which are sold from day 
to day, so that frequent current market trans 
tions will enable the owner, if he desires to sell, 
to obtain, within a reasonable time, a fair 
value, or, if he is compelled to replace, to re- 
place at a like fair value.” (The H. F Dimock, 
77 Fed. Rep. 226.) The proposition that ‘if 
there be no market, in a restricted sense, yet 
if the commodity is the subject of sale and 
there is a selling price, the same rule obtains 
and proof of cost should be excluded,’ has not 
found approval in this court. (Todd v. Gamble, 
supra.) (Self-evidently, the buildings which are 
the subject of this action had no ‘market value’ 
in a strict sense. In the first place, buildings, 
independently of the land upon which they stand, 
are never the subject of market sales. In the 
second place, no two buildings are alike in size, 
proportion, ornamentation, or otherwise. Doubt- 
less no buildings, duplicating those destroyed, 
could be found the world over. They are in- 
capable of replacement from any market what- 
soever. Therefore, the strict rule that market 
value or market price is an exclusive measure 
of damage does not apply.” 


Cost of Reproduction 
In that case it was contended by the 
insured that the sole measure of damage 
was the cost of reproduction less phy- 
sical depreciation. Analyzing that con- 
tention the court stated: 


“We do not agree with the plaintiff that, 
under the standard clause, the sole measure of 
damage was cost of reproduction less physical 
depreciation. The words ‘not exceeding the 
amount which it would cost to repair or replace 
the same with material of like kind and quality 
within a reasonable time after such loss or 
damage,’ afford no remedy to the assured. They 
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breach of 
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merely express a_ privilege granted to the in- 
surer. The insurer might, if it so elected, re- 
construct the destroyed buildings upon their 
ancient pattern with materials of like kind and 


quality, or pay the assured the necessary cost of 
such reconstruction, 

“Tf the insurer so elected, it could be al- 
lowed nothing for the difference between the 


value of the old and the new buildings. (Wood 
on Fire Insurance, sec. 472.) The clause makes 
no allusion to depreciation, except as it provides 
for the recovery of ‘actual cash value’ to be 
— with proper deductions for depre- 

ation.’ This provision, while it doubtless com- 
prehends cost of reproduction, does not restrict 
the field of investigation to such cost or provide 
that, with depreciation, it shall constitute an ex- 
clusive measure of recovery. 


Method to Ascertain Damage 

The court further attempted to pro- 
vide a method of procedure by which a 
proper ascertainment of the damage sus- 
tained by the insured could be arrived 
at. The court said: 

“Where _ buildings have 
stroyed, the trier of fact may, and j 
to its aid, in order to effectuate complete in- 
demnity, every fact and circumstance which 
would logically tend to the formation of a cor- 
rect estimate of the loss. It may consider or- 
iginal cost and cost of reproduction; the opin- 
ions upon value given by qualified witnesses; 
the declarations against the interest which may 
have been made by the assured; the gainful uses 
to which the buildings might have Pe put; as 
well as any other fact reasonably tending to 
throw light upon the subject.” (Quoting au- 
thority.) 


In ~ case the insured property con- 


been de- 
should, call 


insured 


sisted of seven large buildings designed 
for or th ice of malt. Malt had 
been extensively manufactured therein 


prior to the year 1918. Owing to the 
passage of the National Prohibition Act 
its manufacture was discontinued in 
March of that year and thereafter the 
buildings ceased to be employed for any 
useful purpose. In 1919 the plaintiff 
had purchased the land and the insured 
buildings from the Lembeck & Betz 
Eagle Brewing Co. under written con- 
tract for the sum of $8,000. Insurance 
was obtained in the sum of $42,750. 

In April, 1920, the buildings were de- 
stroyed by fire. The jury returned the 
verdict specifying the value of the build- 
ings to have been $55,000 notwithstand- 
ing the offered proof that in 1919 the 
plaintiff, a director of Lembeck & Betz 
Eagle Brewing Co., had reported to that 
company that he had been unable to 
obtain a purchaser for the property and 
that in the same year the plaintiff had 
been directed to place a sign upon the 
property advertising the sale of the prop- 
erty for $12,000. Other proof of admis- 
sions by the brewing company of the 
relatively insignificant value of the prop- 
erty was rejected by the court. 

Court of Appeals Ruling 
The Court of Appeals decided that the 


SAN FRANCISCO 


trial justice committed reversible error 
in charging the jury that upon the ques- 
tion of value they must consider no 
other subject but cost of reproduction 
less depreciation and in further charging 
that the obsolescence of the structures 
or their inutility for commercial or man- 
ufacturing purposes might not be con- 
sidered. 

Louisiana, in the 
Penn Fire Insurance Co., 
and Vermont, in the 
Savings Bank & Trust 
burg Mutual Fire Ins. Co., 86 Vt. 267, 
have followed the New York rule. 

In other jurisdictions, as stated before, 
in the case of personal property the ex- 
pression “actual cash value” has fre- 


case of Stengel ys. 
110 La. 1019, 
case of Citizens 
Co. vs. Fitch- 


quently been held to be synonymous 
with —— market value (Mechanics 
Ins. Co. vs. A. Hoover, 105 C. C. A. 
128), or cee applied to property in 
the possession of a manufacturer then 
the manufacturer’s selling price (Bir- 


mingham Fire Ins. Co. vs. Pulver, 126 
Ill. 329) and when in the hands of a 
dealer, the replacement cost to him 
thereof. (Mutual Fire Ins. Co. ys. 
Owens, 148 Md. 257.) 

In the case of personal property in use 
by the owner or household goods where- 
in a ready market for the specific type 
of articles involved cannot be found it 
has on occasion been held that it is not 
the value in the second-hand market 
that governs but the value of their use 
to the owner and that would appear to 
be the cost of replacement less depre- 
ciation. Subject, of course, to all other 
elements affecting value, such as length 
of use, care exercised in their preserva- 
tion, frequency and extent of replace- 
ment of parts, prospective usefulness, 
and obsolescence, are necessarily modi- 
fying factors. (McAnarney vs. Newark 
Fire Ins. Co.) 

Interest of Insured 


(b) “Nor the interest of the insured 
therein at the time of loss,” says the 
WDC policy. 


It will be recalled that the applicant 
is any person having an insurable in- 
terest in property eligible for coverage 
by policies of insurance issued by the 
WDC. The applicant need not neces- 
sarily be the owner. He may be a real 
property mortgagee, a chattel mort- 
gagee, a vendee under a contract of sale, 
a processor, a bailee, a conditional ven- 
dor, a joint owner or a tenant in com- 
mon, an owner by the entirety, a person 
having a reversionary interest or a re- 


(Continued on Page 23) 
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We Are at War— 


War against Ruthlessness, Destruction 
and Tyranny. To win this war we must 
all work harder and closer together—we 
must produce and we must fight — we 
can win. 


Insurance can be counted on to do its 
part —to protect life, property and 
production. 


Insurance agents and brokers are 
soldiers on the home front—the men and 
women who are writing the insurance 
protection so essential in peacetime and 
so vital in war time. 


The Loyalty Group salutes the insur- 
ance producer. For go years we have been 
protecting our policyholders against loss 
and we pledge our continued services to 
their Security and the Security of our 
Nation. 


“Loyalty” means Fidelity and Faith- 
fulness to our country, to our insured and 
to our agents and brokers. 


has MC Cooney 


President 





Firemen's Insurance Company of Newark, N. J. Milwaukee Mechanics’ Insurance Company 
Organized 1855 Organized 1852 

The Girard Fire & Marine Insurance Company Royal Plate Glass & General Ins. Co. of Canada 
Organized 1853 Organized 1906 

National-Ben Franklin Fire Insurance Company The Metropolitan Casualty Insurance Co. of N. Y. 
Organized 1866 Organized 1874 

The Concordia Fire Insurance Co. of Milwaukee Commercial Casualty Insurance Company 
Organized 1909 


Organized 1870 
Pittsburgh Underwriters - Keystone Underwriters 
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Pink and Conick Feature Speakers 
At General Brokers Annual Dinner 


Former Asks Full Coperation Between Government and Insur- 
ance to Aid War Effort; Conick Urges More General 


Sale of War Damage Insurance 


Insurance Superintendent Louis H. 
Pink and Harold C. Conick, assistant 
I'nited States manager of the Royal- 
Liverpool Groups, feature speakers at 


the seventeenth annual dinner of the 
General Brokers’ Association of the 
Metropolitan District at the Hotel Astor 
Wednesday night, stressed the need for 
full cooperation by insurance in support 
of the war effort. Superintendent Pink 
asked for coordination of business and 
Government efforts so as to eliminate 
as much waste motion as possible and 
Mr. Conick told the producers that the 
time has come when a job of merchan- 
dising must be done by them in order to 
have war damage insurance bought fully 
by property owners. 

Despite war restrictions the dinner 
was weil attended, close to 700 insur- 
ance men and women being present. The 
General Brokers’ Association annual 
banquet is an established affair in New 
York City and always present are top 
men from all branches of the business 
and practically the entire staff of the 
New York Insurance Department. 

Nathan Greenbaum, chairman of the 
dinner committee, opened the after-din- 
ner program and introduced Col. Francis 
R. Stoddard, former New York Insur- 
ance Superintendent, who served ably 
in the role of toastmaster. 


Pink Calls for Elimination of Waste 


Intelligent and efficient integration of 
private enterprise with Government con- 
trol is essential for effective promotion 
of the war effort and elimination of use- 
less waste, Superintendent Pink said. 
As an example he cited the joint work 
of the RFC and the insurance industry 
in creating and operating the War Dam- 
age Corporation. He said this is one of 
the largest insurance ventures ever taken 
and offers security to every property 
holder in the United States. Already 
there are 3,500,000 policyholders. 

“In setting up this huge venture it 
would have been possible to create a 
large central office with many officers, 
vice-presidents, secretaries, experts, and 
an elaborate staff, with branch offices 
scattered throughout the United States. 
Fortunately this was not done. This 
great undertaking is housed in a single 
room. Officers and counsel are on part 
time and are borrowed from the RFC. 
The executive vice-president has a desk 
and no private office at all. He and his 
assistant are paid by the insurance com- 
panies. The balance of the staff con- 
sists of one clerk. Yet this organization 
functions efficiently and is ready to ad- 
just immediately and pay losses if bomb- 
ings occur anywhere within the United 
States and those possessions which are 
covered by the act. 

“The secret of this achievement is that 
the organization and experience of the 
insurance companies and of the produc- 
ing forces have been utilized. Absolute 
control is in Washington, as it should 


be, but the efficient insurance machinery 
of the nation is not duplicated and is 
used to the fullest extent. Here is an 
example which some of the competing 
bureaucracies might well ponder upon. 
Here is proof that waste of money and 
manpower can be eliminated through in- 
telligent cooperation and coordination.” 

Mr. Conick said that war damage in- 
surance has been bought extensively 
from the War Damage Corporation 
through the insurance industry, along 
the Eastern and Western coasts and in 
many of the large industrial centers of 
the Middle West, but there are still 
many property owners uninsured. He 
said that while it does not seem likely 
that heavy war damage will occur in this 
country, “it could happen here and it is 
our responsibility to see that the public 
is fully informed with regard to the 
availability of war damage insurance and 
with the wisdom of buying it.” 

In Mr. Conick’s personal opinion there 
are some gaps between the coverage of- 
fered by the WDC and the combination 
fire and extended coverage of the pri- 
vate insurers and committees are now 
working on these problems. He urged, 
however, the sale of extended coverage 
insurance, as well as war damage pro- 
tection, to all holders of fire policies. 

Sullivan on Financial Responsibility 

President George F. Sullivan, after 
greeting the guests on behalf of the 
General Brokers Association, paid trib- 
ute to Chairman Nathan Greenbaum of 
the dinner committee, Vice-Chairmen 
Leonard Jacobs and Alexander A. Wag- 
man and Treasurer Abraham Prusoff, as 
well as to the chairmen of the other 
committees who assisted in making the 
dinner a successful affair. 

Two of the most important develop- 
ments in the past year, President Sulli- 
van said, were, first, the excellent work 
in connection with the new automobile 
safety responsibility law and, second, the 
successful handling of the problem of 
war risk insurance through the WDC. 

“All of the insurance institutions, the 
brokerage profession and the agents of 
this state, are to be congratulated on 
the splendid job which they have per- 
formed in acquainting the public with 
the requirements of the financial respon- 
sibility law,” he said. “You have heard 
that the results far exceeded the most 
optimistic expectation of the sponsors of 
the law. 

“T do want to thank the Honorable 
Louis H. Pink, and his staff, as well as 
President Carroll Mealey of the State 
Tax Commission, and John Splain, Com- 
missioner of Motor Vehicles, for the 
very fine cooperation and_ assistance 
which they gave all of us in order that 
the law work smoothly and efficiently 
under great handicaps. I am certain that 
the people of this state have whole- 
heartedly accepted this law as the most 
practical solution of the problem. I am 
hopeful that the other states, seeing its 


success, will adopt it in preference to 
compulsory automobile insurance. 


War Damage 


“The problem of land war risk and 
bombardment insurance certainly had its 
trials and tribulations. Many difficulties 
presented themselves which were entire- 
ly unavoidable. All of us in the insur- 
ance industry are indebted to the late 
Paul Haid and his associates on the 
various committees, who handled the 
negotiations with Government officials. 
I think we should also feel grateful and 
appreciative to Jesse Jones and other 
Federal officials, who decided that the 
most efficient and practical way to 
handle this enormous task was through 
the insurance industry and its agents 
and brokers. 

“From the results obtained and the 
splendid job which was done, I am sure 
that all of us have justified their con- 
fidence in our insurance institutions. The 
outstanding feature to my mind is that 
the United States Government, through 
its action in setting up the WDC and 
its full recognition of the services of 
companies agents and brokers, has great- 
ly enhanced our prestige and influence. 
I am certain in the post war era, when 
many readjustments may be suggested 
or promoted, that nobody will say that 
the insurance institution and its agents 
and brokers, failed fully to cooperate 
but rather that they assisted the Gov- 
ernment in one of its war effort prob- 
lems without any thought of profit and 
did well.” 

Frank A. Christensen, executive vice- 
president of the America Fore Group 
and also executive vice-president of the 
War Damage Corporation, accepted the 
gold medal which was awarded post- 
humously to the late Paul L. Haid, presi- 
dent of the Insurance Executives Asso- 
ciation and a former America Fore pres- 
ident. Mr. Christensen was not only an 
associate but a close personal friend of 
Mr. Haid. Announcement of the award 
said that “probably no one person in 
the history of the fire insurance busi- 
ness has been more deserving of this 
recognition than Mr. Haid. He achieved 
outstanding success in the insurance 
business, and his business accomplish- 
ments are well known to those familiar 
with the development of fire insurance 
during the last quarter century.” 

Seated at the head table, in addition 
to those mentioned, were the following: 

Peter E. Schneider, J. Le Verne Wood, 


Floyd N. Dull, Paul Simon, Joseph F. 
l.awler, John E. Watson, Charles A. 
Wheeler, John P. Traynor, William 


Riordan, Joseph F. Collins, George H. 
Jamison, J. Donald Whelehan, Edward 
J. McLoughlin, Walter H. Bennett, 
George S. Van Schaick, Jesse S. Phillips, 
Ray Murphy, Thomas J. Cullen, E. Wes- 
ton Roberts, E. C. Niver, Harold M. 
Hess, Alexander Goldberger, G. A. Buck- 
ingham, Peter A. Locke, Charles S. 
Rosensweig, Lester Einstein, Augustus 
A. Wallace, William F. Ittner. 


N.A.LA. 


(Continued from Page 16) 


ment from the N. A. I. A. headquarters 
office, several new and important con- 
clusions were reached on the subject 
which the committee will recommend as 
a renewed course of action. 

The committee gave consideration to 
committee appointments in addition to 
the finance committee, the only per- 
manent committee included in the new 
constitution, and the F. I. A. committee. 
Committees to be named are: casualty 
and surety, accident prevention, fire pre- 
vention, education, inland marine, mem- 
bership, rural agents, Business Develop- 
ment Office and public relations. The 
public relations committee, as planned, 
is a new one which will deal with legis- 
lative matters and Federal affairs, rela- 
tions with credit men and other mat- 
ters along public relations lines which 
may be delegated to it. 

In connection with the Washington 
office, it was agreed that since its estab- 
lishment in 1934 it has been of consid- 
erable value to the membership and steps 
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were set in motion further to increase 
its effectiveness. 
Membership Cup Contest 

New qualifications that state associa. 
tions must meet in competing for the 
Connecticut Association Membership 
Cup, which replaces the twenty-one. 
year-old President’s Membership Cup 
and will be awarded initially at the nex 
annual convention, were set, widening 
the scope of the contest. 

Under the standards of previous con. 
tests, the percentage membership in 
crease was the sole basis of award. The 
new qualifications, on a point basis, rec- 
ognize percentage of coextensive local, 
county and regional boards in relation 
to the total number of recognized boards 
in the state; numerical membership in- 
crease; percentage increase; low mem- 
bership turnover, and outstanding en- 
deavor in the development of member- 
ship generally or the establishment of 
new local boards. 


J. H. Doyle 


(Continued from Page 16) 





bar, associating himself with his brother, 
the late Cornelius J. Doyle. The two 
practised in Greenfield, IIl., for two years 
and then his brother joined the legal 
staff of the National Board. In 1914, J. 
H. Doyle was appointed assistant gen- 
eral counsel of the board with headquar- 
ters in New York City. He made his 
home then in Bloomfield, N. J., moving 
in 1927 to Glen Ridge. His previous ex- 
perience had included a short term as 
special attorney to the Illinois Fire Mar- 
shal’s Department. In April, 1927, he be- 
came general counsel. 


Expert on Tax Laws 


Studying revenue legislation was a far 
cry from the colorful West but Mr. 
Doyle became one of the country’s au- 
thorities on revenue laws enacted by 
Congress and the state legislatures. Dur- 
ing the World War period he spent 
much of his time in Washington co- 
operating with the Federal departments 
working out problems affecting insur- 
ance companies and since’ then he was 
often an important influence in the con- 
struction of tax laws and rulings. 

In Glen Ridge, Mr. Doyle served as 
a member of the borough council for 
ten years, retiring the beginning of this 
year. The council was meeting on Mon- 
day when news of his death arrived and 
out of respect to his memory immedi- 
ately adjourned. With the Glen Ridge 
government Mr. Doyle was police com- 
missioner and he carried on for years a 
relentless war against traffic violators. 
He was a strong advocate not only of 
fire prevention and preservation of prop- 
erty but also conservation of human life 
through reduction of automobile acci- 
dents. He was proposed for the Glen 
Ridge council by the late Alfred Hur- 
rell, then vice-president and general 
counsel of the Prudential of Newark. 

Another hobby of Mr. Doyle was 
photography. He possessed a fine col- 
lection of photographs, scenic and other- 
wise, and earned a wide reputation in 
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President David A. North of the Na- 
tional Association of Insurance Agents, 
who has been presenting a series of 
talks before state association meetings 
on the new constitution of the national 
body, discussed committee work and the 

’ 
need for general support from every 
member of the association when ad- 
i i iation conven- 
ressing the Maine associa 
~ at Augusta on October 21. On the 
question of personnel of the executive 
committee he said that territorial dis- 
tribution is not so important now that 
the committee does not make policies 
but expedites them. 

In carrying out the mandates of the 
new national board of directors, Presi- 
dent North said, the executive commit- 
tee should be so situated or its member- 
ship so constituted that, work can be 
done quickly. “With this in mind we 
believe we can take justifiable pride in 
the men whom we have selected to work 
out with us the administrative problems 
of the association,” he continued. : 
The only permanent standing commit- 
tee of the National Association is the 
finance committee. Discussing the phil- 
osophy of the elimination of all other 
committees aS permanent committees 
President North said: 


To Determine Committees Annually 


“Conditions change. New needs arise, 
and problems which at one time were 
issues of paramount importance often 
wane or even completely disappear. So 
it was felt that in its own wisdom, the 
board (of directors) itself should deter- 
mine annually what committees should 
be established, still leaving to the ad- 
ministration the power to appoint spe- 
cial committees should the emergency 
arise. 

“The problem of selecting men from 
all of the states for service on commit- 
tees is largely solved by each state cer- 
tifying to us an outstanding member to 
represent it on the board of state di- 
rectors. That board being charged with 
the policy-making function of our asso- 
ciation, what could be more logical than 
that those men be used, in so far as 
possible, to carry on that part of the 
work of the National Association? Does 
it not make sense to confine all policy- 
making functions within one group? 
“To answer that question with an un- 
limited ‘yes’ would be improper. No hard 
and fast rule can be adopted, and I be- 
lieve that the membership will agree 
that there are really two types of com- 
mittee work to be performed which must 
have a direct bearing on this problem. 
The functions of certain committees are 
principally intra-association. Finance, 
membership, rural agents, etc., would be 
so classified, as they deal primarily with 
problems within our own organization. 
Then there are other committees whose 
primary function is concerned with 
outside interests. Such committees would 
be casualty and surety, B.D.O. public 
relations, etc. Where the subject mat- 
ter of the given committee is highly 
specialized or technical, consideration 
must definitely be given to the aptitudes, 
the background and abilities of certain 
men whose training qualifies them for 
such assignment. 


Directors Are Talent for Committee 
Work 

“It would seem possible to create and 
mould into the pattern of our new think- 
ing the best possible material for 
smooth-functioning committees by util- 
izing the talent of these new state di- 
rectors—who by their very selection is 
indicative of the recognition by their 
own states of their considerable quali- 
ties and qualifications. At the same 
time, additional talent—tried under fire 
of past assignments—must be utilized if 
the best results are to be achieved, as 
a change in such an assignment might 
Prove detrimental to progress already 





North Discusses Committee and | 
Public Relations Plans of Agents 


achieved, if only for the reasons stated 
previously. 

“In at least one particular this year, 
a new course must be charted. Already 
our national board of state directors has 
created a new committee—public rela- 
tions. In it is planned a concentration 
of several other types of activities here- 
tofore carried on independently. To it 
will fall the responsibility of many of 
our negotiations with organizations out- 
side the industry of insurance, with Con- 
gress, with Governmental administra- 
tors, and such other groups whose im- 
pact on the agency side of the insur- 
ance business is a direct and increas- 
ingly important concern of ours. 

“Now we must do our own thinking. 
We must make our own impact on the 
thinking of other nublic leaders. More 
and more, the challenge is thrown at us 
that the time is here for us to justify 
the economic cost of the American 
Agency System. The finger is pointed at 
us, as being the ultimate group to be 
destroyed through the process of the 
Federal investigation now starting at 
Atlanta. 


Vigorous Program of Public Relations 


“To combat these influences, now pre- 
dominant in Government circles at 
Washington, we must stand on our own 
feet. Complacently and smugly to allow 
others in the industry to plead our case 
for us—without knowing for a certainty 
just what briefs they have prepared— 
will surely lead us into a position from 
which retreat would be impossible. To 
go forward into a program of agency 
public relations is to cast that complac- 
ency and smugness aside and face a de- 
termined program squarely and bravely. 

“That the agents of this country want 
us to undertake such a program is my 
interpretation of the mandate already 
set down by our board at its initial 
meetings in Chicago. That we intend to 
go forward is the avowed purpose of 
this administration.” 

To demonstrate the need for the local 
agent Mr. North asked all producers to 
prove to the public that (1) insurance 


service can be rendered better by inde- 
pendent agents than by salaried com- 
pany employes, (2) agents are active in 
civilian defense and in the dissemina- 
tion of information on war damage in- 
surance, (3) agents are active in civic 
affairs, and (4) agents are supporting 
completely and enthusiastically every ef- 
fort of the Government to win the war 
_ to preserve the American way of 
life. 





To Separate Non-W ar and 
War Risks in Statements 


The National Association of Insurance 
Commissioners has notified all insurance 
companies writing ocean marine insur- 
ance that, pursuant to action taken by 
the commissioners’ executive commit- 
tee at the recent meeting in New York 
City, they must report non-war risk 
business and war risk business separately 
in the annual statement blanks covering 
1942 experience. Heretofore the, ocean 
marine premium and loss figures in the 
statements have included both the war 
and non-war business. The changes will 
be recorded on pages 2, 3, 4, 5, 6, 7 and 
9 of the statement blank. 

Companies which write ocean marine 
business but do not insure war risks 
need not make the changes mentioned 
provided they insert a note at the foot of 
some page stating that the company does 
not underwrite war risk marine business. 





Risk Research Institute 
Studies Marine War Losses 


Effects on insurance companies of war 
risk marine losses were discussed by the 
Risk Research Institute at a luncheon 
meeting at the Hotel Astor on October 
22. Joseph P. Byrne of the Alfred M. 
Best Co. led the discussion and R. D. 
Guernsey, newly elected president, pre- 
sided. The following committees of the 
institute have been appointed: 

Executive committee (the first five 
named being officers of the institute): 
R. D. Guernsey, Frederick Loeser & Co., 
Inc., chairman; K. C. Bell, Chase Na- 
tional Bank; H. I. Kleinhaus, National 
Retail Dry Goods Association; C. E. 
Rogers, Robert Gair Co.; W. H. Palmer, 
Lowe Paper Co.; R. H. Bell, United 
Parcel Service; H. S. Anderson, Par- 





Beaumont of Marine Office 
Lieutenant in Air Force 


LT. WILLIAM D. BEAUMONT 


The Marine Office of America an- 
nounces that William D. Beaumont has 
been commissioned as a first lieutenant 
in the Army Air Force, and has left the 
Baltimore service office. That office was 
opened in 1939 in the Garrett Building, 
in charge of Mr. Beaumont. 

Special Agent E. E. Hennigan, who 
has been assisting Mr. Beaumont, will 
remain in charge of the service office, 
which will continue to’ serve agents in 
Maryland, Delaware, Virginia, D. of C. 





amount Pictures; G. C. Bennett, Bank- 
ers Trust Co. 

Chairmen of other committees were 
named as follows: Membership commit- 
tee: G. C. Bennett, Bankers Trust Co.; 
program committee, H. S. Anderson, 
Paramount Pictures; finance committee, 
W. J. Crosson, Central Hanover 
Bank; legislative committee, Alfred 
Rothschild, Weiss & FElau; publicity 
committee, H. I. Kleinhaus, National Re- 
tail Dry Goods Association. 
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CHICAGO 
PITTSBURGH 
SAN FRANCISCO 
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American Equitable Assurance Company of New York 
Organized 1918 


Globe & Republic Insurance Company of America 
Established 1862 


Knickerbocker Insurance Company of New York 
Organized 1913 


Merchants and Manufacturers Insurance Company 
Organized 1849 


New York Fire Insurance Company 
Incorporated 1832 


® 
Corroon & Reynolds, Inc. 


MANAGER 
92 William Street, New York 


Losses paid exceed Two Hundred and Fifty Million Dollars 























Ontario Agents’ Ass’n. 
FIVE VICE-PRESIDENTS NAMED 
Stailing of Sun Says C.U.A. Has Made 


Several Concessions to Agents 
in New Forms 


John D. Kirby of Ottawa was re- 
elected president of the Ontario Fire 
and Casualty Insurance Agents’ Asso- 
ciation at the concluding session of the 
twenty-second annual convention at the 

Royal York Hotel in Toronto on 
October 23. 

However, due to the resignations of 
\. A. Craise, of St. Catharines and A. R. 
M. Ritari, of Sudbury, two new vice- 
presidents were elected. The board of 
five vice-presidents is now composed of 
4. W. Dunlop, of Kingston; W. H. 
Shaver of Midland; Frank Bliss of Ham- 
ilton; A. E. Thompson of Windsor and 
John Kennedy of North Bay. 

Stailing on C.U.A. 

That the Canadian Underwriters Asso- 
ciation has made several concessions to 
agents in Ontario in the matter of the 
agency registration forms was reported 
by Robert Lynch Stailing, manager for 
Canada of the Sun Insurance Office and 
official spokesman at the agents’ con- 
vention for the C.U.A. 

Since the C.U.A. introduced its agency 
registration forms, which, in effect, 
places agents and agencies in three cate- 
gories according to the amount of busi- 
ness they give to tariff companies and 
bars them from all C.U.A. privileges if 
such percentage figures are not met, 
there has been much opposition to cer- 
tain sections of the forms, particularly 
those which were considered to intrude 
on business privacy of agents and agen- 
cies. 

Considered an objectionable feature 
was that referring to agreement. to 
audits by auditors chosen by the C.U.A. 
if such an audit were considered desir- 
able as a result of complaint that the 
agent or agency was not turning over 
to tariffs the required amount of busi- 
ness to maintain the ranking given by 
the C.U.A. Mr. Stailing reported that the 
C.U.A. has adopted a ruling that such 
an audit, when required, can be made 
by an independent auditor, any informa- 
tion accruing to be confidential. Too, 
the only information which the C.U.A. 
was to receive would pertain to the 
percentage of business given by the 
agency to tariffs and non-tariffs. 

Under the agency registration agree- 
ment with the C.U.A., Mr. Stailing re- 
ported that thus far 2,520 agents have 
signed the required form. Of these, 596 
have been placed in Class A, thirty-nine 
in Class B and thirty-two in Class C. 
The association is still in correspondence 
with other agents. 

The original plan of the C.U.A. was to 
start crediting the commission rates 
under the agency agreement on the first 
of that month which followed the ap- 
proval of the form by the C.U.A. Mr. 
Stailing reported that the C.U.A. now 
has decided to redate to September 1 all 
the differences between old and new 
commission rates to those agents sign- 
ing their agency registration forms by 
October 31. : 

When asked whether the agency regis- 
tration form would be confined to fire 
insurance only, Mr. Stailing reported 
that the C.U.A. had hopes that the form 
would be extended some day to other 
classes of insurance under C.U.A. juris- 
diction. He also revealed that the pend- 
ing resignations of two groups of com- 
panies from the C.U.A. had been with- 


drawn 
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Educational Plan 
rhe agents’ qualification plan, strong- 
year’s convention, 
reached a point where a final 
plan can be decided upon. S. O. Mason 
stated that the committee which he 
headed had decided that at least 300 
members for such a group at a fee not 
exceeding $15 each would be required 
to finance the plan. After securing ap- 
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Agent’s Obligation to an Insured 


After Loss Outlined by M. G. Wight 


An agent’s obligations to an insured 
when a fire loss occurs were discussed 
by Secretary Malcolm G. Wight of the 
Hartford Fire when he addressed the 
annual meeting of the Massachusetts 
Association of Insurance Agents at 
Worcester on October 21. He empha- 
sized that it is at time of loss that an 
insured learns whether confidence in his 
agent and his insurance company are 
just'fied. The assured then will test both 
the knowledge of the agent as to policy 
conditions and his wisdom in selecting 
an insurer. 

Mr. Wight devoted his talk primarily 
to the Massachusetts statutory fire con- 
tract, which differs in a few respects 
from the New York standard form, but 
his remarks generally would apply to 
agents adjusting claims under any of 
the standard forms in use. At the out- 
set of his address he said that while 
it is wholly proper for agents to point 
out to insureds the conditions of the 
policy and their responsibilities, it is 
inadvisable to give legal service or to 
undertake interpretation of policy pro- 
visions, particularly in unusual cases. 

Assuming a policyholder will do his 
best to protect his property after a fire, 
as is required, Mr. Wight offered the 
following suggestions in connection 
therewith: 

Protection of Damaged Property 

“A roof fire may leave the interior of 

a building with its contents exposed to 





objective of 150 members and 189 appli- 
cations were received. 

“However,” Mr. Mason stated, “it de- 
veloped that a final plan could not be 
decided upon. An educational course in 
co-operation with the Insurance Insti- 
tute of Toronto was considered. An 
educational plan sponsored by the uni- 
versities was also considered.” 

However, the committee is awaiting 
further developments before additional 
steps can be taken, he stated. He told 
the agents it would appear that they 
should decide on two separate and dis- 
tinct plans: (1) A correspondence course 
available for new agents entering the 
insurance business. (2) An educational 
plan for present members. 

Industrial Fires Increase 

Despite an intensive educational cam- 
paign, an “alarming and disastrous” in- 
crease in fires which have impaired war 
industries has occurred in Ontario, C. W. 
Caskey, deputy fire marshal for the 
province, told the agents. The fire loss 
in industry alone to date this year ex- 
ceeds two million dollars. However, on 
the brighter side, he reported that fires 
of an incendiary nature had almost dis- 
appeared. 

Rae Blight, committee chairman, told 
agents of developments in automobile 
insurance standard forms. He revealed 
that several meetings were held during 
the past year in connection with the war 
clause to be used in connection with 
automobile policies and a form of war 
clause was approved which was adopted 
by the provinces of New Brunswick, 
Ontario, Manitoba, Saskatchewan and 
sritish Columbia. This new clause now 
forms part of the statutory conditions 
of the provinces mentioned, he said. 
Prince Edward Island, Alberta and Nova 
Scotia decided to make no change, al- 
though it is permissible to endorse a 
war clause on policies issued in Prince 
Edward Island and Alberta. In the case 
of Quebec the Superintendent of Insur- 
ance has approved use of the old war 
clause which was formerly in the policy 
forms approved by association companies 
years ago, Mr. Blight said. 

Despite deaths and resignations during 
the year, a membership gain in the asso- 
ciation was reported by W. H. Shaver. 
Total membership was 684, a gain of 
twenty-three. There are twenty-seven 
local agents’ associations in Ontario, he 
stated, an increase of one for the year. 





further damage by the elements. The 
proper thing to do is at a minimum of 
expense to make temporary repairs. If 
a stock of goods be wet down, sepa- 
rate any of the merchandise that may be 
undamaged from the damaged and then 
endeavor to dry out or prevent further 
damage. It is advisable to employ air 
drying or very low heat rather than an 
unusual amount of heat, or serious addi- 
tional damage may occur. Machinery 
should be greased or slushed, the cir- 
cumstances in the individual case indi- 
cating the extent to which this salvage 
undertaking should be carried. 

“In cold weather, thought must be 
given to possibility of pipes freezing or 
a perishable stock being further dam- 
aged. In hot weather, it may be neces- 
sary to re-establish refrigerating service 
or some equally important function to 
prevent further damage. Possibly, in 
certa'n instances, it may be advisable 
to employ the services of a watchman. 

“Within reasonable limits, expenses 
contracted in protecting property from 
further damage become a proper charge 
against the loss and may be included in 
the claim. If the expenditure obviously 
diminishes the aggregate claim, its un- 
dertaking should be equally welcome to 
both the property owner and the insur- 
ing company. Perhaps it is well at this 
point, however, to call attention to the 
fact that expenditures undertaken by an 
insured in order to present a cla'm are 
not necessarily properly chargeable to 
the loss; for instance: preparing state- 
ments, making inventories, getting esti- 
mates and certain other undertakings. 

Repairs 

“We should emphasize saving every- 
thing that it is possible to save where 
the expense is not greater than the 
saving accomplished. This should not 
be interpreted as in any manner giving 
authority to an agent to let the property 
owner order final repairs or make re- 
placements either of building or con- 
tents unless specifically so authorized by 
the insurance company or companies in- 
volved. To do so may lead to .serious 
complications, especially if there be a 
payee clause recognizing the interest of 
a mortgagee. Priority and limitation 
orders of the Federal Government make 
the present day a particularly dangerous 
time for agent to authorize repairs or 
replacements without special authority. 

“As promptly as possible it is essen- 
tial to report the loss to the insurance 
company and its fieldman. The Massa- 
chusetts policy places an obligation upon 
the property owner to render forthwith 
to the company a statement in writing 
signed and sworn to by the insured, set- 
ting forth certain prescribed informa- 
tion. 

“Time for the payment of claim and 
certain other undertakings starts to run 
with the filing of such a written state- 
ment. Hence, the importance of its early 
filing. However, in Massachusetts an 
agent may wittingly or unwittingly waive 
the necessity for the filing of this writ- 
ten statement. In many cases it makes 
no difference. In others, it would be a 
serious matter if the agent has waived 
this right of the insurance company. 
If the claimant realizes the necessity of 
complying with the policy contract in 
connection with his statement, that may 
be all that is necessary. 

“Tt is, however, your important obli- 
gation to both the insured and the in- 
surance company to immediately report 
the happening of the loss and give es- 
sential information in connection there- 
with. In some states where immediate 
notice of loss is required by assured, it 
is notice if agent agrees to notify com- 
pany. 

Susvicious Fires 

“While it is my belief that the per- 
centage of fires that occur from other 
than accidental means bear only a low 
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YEAR’S CHANGES IN CANADA 





President Kirby of Ontario Agents - 
sociation Reviews Development; of 
Past Twelve Months 

Insurance changes taking place during 
the last year in Canada have included 
rate reductions, broadening of fire policy 
coverage, a new commission plan of the 
Canadian Underwriters Association and 
introduction of government war damage 
insurance, John D. Kirby of Ottawa, 
president of the Ontario Fire & Casualty 
Insurance Agents Association, reported 
at the twenty-second annual convention 
at Toronto last week. 

“ on Py: . 

Last year both the Canadian Under. 
writers Association and the Canadian 
Inland Underwriters Association,” \M; 

v7: aim — : . 
Kirby said, “were the subject of discus. 
sion on the question of commissions— 
the C.U.A. for not having adopted a new 
scale and the C.1.U.A. for having adopt. 
ed a scale of commissions that provided 
for reductions in the rates payable to 
agents. Since then the C.U.A. have 
adopted a new classification of agencies 
with an increase in commission payable 
under certain conditions, and the CILUA. 
have removed the causes of complaint by 
amendments in their scale of comnis- 
sions. _ 

“During the year the General Ex. 
change Insurance Corp., an affiliate of 
General Motors, sponsored a proposition 
that automobile dealers be granted in- 
surance agents’ licenses to enable these 
dealers to be paid commission on auto- 
mobile insurance. The organized agents 
through their associations opposed this 
plan as being a wedge that would break 
down the qualification requirements de- 
veloped by the Insurance Department 
over years. I am happy to report that 
the Ontario cabinet took a similar view 
of the proposal and turned down the 
suggestion. 

“Our association was asked to cooper- 
ate with the regional committee of the 
war risk insurance scheme in informing 
the agents on the operation and scope 
of the plan. Whether the agents have 
sold the insuring public on the desira- 
bility of the cover available is a moot 
point. I would urge all agents to keep 
themselves informed on this form of in- 
surance and service their clients by tell- 
ing them about it. This is one particular 
duty that has been given the insurance 
agents by the government, and we must 
not look at it from the commission 
angle.” 





CAMDEN FIRE DIVIDEND 
Directors of the Camden Fire have 
declared a dividend of 50 cents a share, 
payable November 2 to stockholders ot 
record October 15. 





percentage to the total number of fires, 
nevertheless, you would be remiss in 
your responsibility not only to the in- 
surance companies, but even more pat- 
ticularly, to society at large to overlook 
any evidences that might tend to indi- 
cate other than accidental origin of the 
fire. I want to emphasize, if there be 
any suspicion about the honesty of the 
loss, as complete information as possible 
should be given the company or its ad- 
juster. Even though the insured be 
above suspicion, there may be an_ un- 
known incendiary or saboteur involved. 
If there be any suspicion, the agent, 
of course, would be unusually careful not 
to prejudice the rights of the company 
in any way. 

“Make no endorsement, change or cof- 
rection in a policy after loss. Accept 
no premium or additional premium after 
a loss has occurred. If the insurance 
is under a binder, your needs must De 
very discreet; but give as complete in- 
formation as possible to the insuring 
company. Leave interpretation of the 
policy, particularly in unusual cases, to 
the adjuster. Do not permit waiving 
rights of subrogation or give or sanction 
the giving of any release.” 
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New Fire Prevention 
Book for Educators 
gsUED BY NATIONAL BOARD 
350-Page Guidebook Prepared by Spe- 


cially Organized Committee for 
Prevention Education 





“Fire Prevention Education,” believed 
to be the first comprehensive guidebook 
on this subject, has just been published 
by the National Board of Fire Under- 
writers as a contribution to the ex: 
panded public interest in this subject. 
The 350-page book has been in prepara- 
tion for the past year in cooperation 
with the committee for fire prevention 
education of the Center for Safety Edu- 
cation of New York University. It is 
generously illustrated with pictures, 
charts and diagrams. 

In addition to being a complete text- 
hook for an unusual field of educational 
endeavor, “Fire Prevention Education” 
is particularly timely because of the cur- 
rent widespread public interest in the 
subject of controlling fires. 

“Consisting of two parts, the book is 
intended for use by educators in teach- 
ing fire prevention in elementary and 
secondary schools and by civic leaders 
as a guide in organizing community fire 
prevention and fire protection programs. 

School Program Outlined 

Part One, dealing with the school pro- 
eram, contains an introduction on fire 
prevention education and chapters on or- 
ganizing and administering the school 
program ; principles of instruction in fire 
safety; and on materials and activities 
for the elementary, junior high and 
serior high school levels. 

Part Two, which goes into details of 
the community program, opens with a 
discussion of the importance of conserv- 
ing life and material resources. Then 
fellow chapters on organizing community 
fire prevention and fire protection work; 
selected Community and organizational 
activities; prevention and control of 
farm fires; forest fire prevention and 
protection; public relations and com- 
munity fire safety; securing the coopera- 
tion of the press; using the radio; the 
value of special publications; securing 
public interest and cooperation through 
exhibits and audio-visual aids; and com- 
munity education for fire prevention and 
protection. 

The book has been produced and is 
sponsored by a specially organized com- 
mttee for fire prevention education, 
composed of representatives of the fol- 
lowing organizations: Boys Scouts of 
Anerica, Center for Safety Education of 
New York University, Chamber of Com- 
merce of the United States, Girl Scouts, 
International Association of Fire Chiefs, 
National Board of Fire Underwriters, 
Naticnal Education Association, National 
Fire Protection Association and the 
United States Department of Agricul- 
ture, 

As a part of the fire prevention con- 
trbution of capital stock company in- 
surat.ce, the National Board at 85 John 
Street, New York City, is making the 
book available at less than the cost of 
Printing alone—at 85 cents per copy, with 
reduced rates for quantity orders. 





Albany Insurance Women 
Discuss War Risk Cover 


War risk insurance was discussed at 
the meeting of the Insurance Women of 
Albany at the Wellington Hotel in Al- 
bany, N. Y., last Thursday. Mrs. Helen 
R. Potter headed the discussion. Plans 
lor launching courses of the National 
Association of Insurance Agents’ educa- 
tional program were reviewed by Mrs. 
Margaret O’Connor. 

New members of the women’s group 
were inducted at the meeting. They are 
May Timmons, Marjorie E. Sawdy, Es- 
ther G. George, Frances Leffler, Virginia 
Powers, Mrs. Elizabeth A. Bussey and 
Mrs. Mary Cregan. 


Careers of Perk, Redden, ‘Thomas, 
On N.A.I. A. Executive Committee 


Harry Perk, Jr., of Los Angeles, one of 
the new members of the executive com- 
mittee of the National Association of 
Insurance Agents, is a graduate lawyer 
from Sellew Institute of Law, St. Louis, 
having been graduated at age 19. 

Mr. Perk became secretary of the In- 
surance Exchange of Los Angeles in 
1935, vice-president in 1936 and president 
in 1937, in which capacity he served for 
two terms. In 1939 he was elected vice- 
president of the California Association 
of Insurance Agents, rising to the presi- 
dency the following year. Last year he 
was national councillor of the California 
association. 

Mr. Perk entered insurance as cashier 
of the southern Missouri agency of the 
Prudential of Newark, where he re- 
mained for two years. Following three 
vears’ secretaryship with the St. Louis 
Life Insurance Co. he moved to Cali- 
fornia in 1910, where he helped organize 
and became secretary of the Interna- 
tional Indemnity Co. In 1918 he and 
his brother opened a local agency—Perk 
Brothers—in Los Angeles, which has 
kept pace with the growth of the city 
itself. 

A Mason Mr. Perk is 


and Shriner, 


married and the father of three children, 


Karran, Billy and Joyce. 
Thomas G. Redden 


Thomas Gresham Redden of Greens- 
boro, N. C., reappointed to the executive 
committee, is a descendant of a Hugue- 
not family which settled on the eastern 
shore of Maryland in 1732. Mr. Red- 
den was born in Girdletree, Md., on 
October 27, 1889. In 1912 he became 
general salesman for the entire line of 


H. W. Johns- Manville Co. He first 


Independent Adjusters Hold 
Mid-Year Meet in Chicago 


The National Association of Independ- 
ent Insurance Adjusters held its semi- 
annual meeting in Chicago Saturday and 
Sunday, Oct. 10-11, with Pres. James N. 
Curley presiding. Other officers present 
were N. J. Tierney, Chicago, executive 
vice-president; Lynn A. Horton, Okla- 
homa City, executive secretary-treasurer; 
William H. Moore, Wichita, Kan., vice- 
president in charge of fire; L. M. Kizer, 
Waco, vice-president in charge of casu- 
alty; Thomas J. English, St. Louis, vice- 
president in charge of miscellaneous 
lines. Members of the executive commit- 
tee present were: Julian Calhoun, Spar- 
tanburg, S. C.; I. T. Swain, Indianapolis; 
John C. Ryan, Utica, N. Y.; A. M. Foley, 
South Bend, Ind., serving as proxy for 
C. B. Lyle of Phoenix, Ariz., who was 
unable to attend, and C. A. Moore, 
Springfield, Ill, as proxy for E. H. 
3ockius of San Francisco. 

Committee chairmen present were: 
Ross Whitney, Chicago, membership; 
Ray Biggs, Tulsa, Okla., uniform fire 
forms: A. M. Foley, South Bend, Ind., 
ethics and grievance; Robert Denton, 
Fort Wayne, Ind., legislative. Visiting 
members were R. T. Gustafson, Omaha, 
Neb., and M. M. Johnson, Fort Wayne, 
Ind. 








Report No Canadian Rush 
To Buy War Damage Cover 


Insurance company offices and agen- 
cies in Canada all definitely report that 
there is no rush in the Dominion to buy 
the new war risk insurance. 

An insurance company, preferring to 
remain unquoted, says: “Many concerns 
say they will not buy the insurance at 
the existing rate which they feel is too 
high, and also because some of them 
think the risk is not there. If the rate 
were lower I think it would be bought 
universally by all firms and property 
owners.” 


went into business for himself at Dur- 
ham in 1919, although it was not until 
1927 that he opened the Thomas Gresh- 
am Redden Insurance Agency in Greens- 
boro. 

A member of the executive committee 
of the National Association for two 
years, Mr. Redden has to his further 
credit two terms as president of the 
Greensboro Insurance Exchange and has 
held office as director, vice-president, 
president and national councillor of the 
North Carolina association. 

W. Ray Thomas 

A native Pennsylvanian, W. Ray Thom- 
as’ reappointment to the 1942-43 execu- 
tive committee marks another milepost 
in his continuing role as local board, 
state and National Association legislator. 
On the board of directors for both the 
Pittsburgh and Pennsylvania associa- 
tions, Mr. Thomas has held’ many elec- 
tive and appointive positions as well, 
including vice-presidency of the Penn- 
sylvania association in 1939, two terms 
as president of his state association and 
several years’ chairmanship of the con- 
ference committee. 

Mr. Thomas’ recent addresses before 
the West Virginia and Pennsylvania asso- 
ciations, have given further evidence of 
his worth to organized agents. Mr. 
Thomas entered insurance through his 
association with the Pittsburgh office 
of the American Surety of New York 
upon graduation from Washington and 
Jefferson College. He later became 
manager of the surety department of 
the J. W. Henry agency, Pittsburgh. In 
1932 he established his own agency, com- 
bining it shortly thereafter with Logue 
Brothers & Co., Inc., of Pittsburgh, of 
which he is now president. 





War Damage 
(Continued from Page 18) 


mainderman. In the case of the war 
damage policy regardless of the amount 
of coverage the maximum indemnity 
which a person having an interest in the 
property insured, present or future, ab- 
solute or contingent, may recover is 
the value of his interest. 

Under the New York law a stock- 
holder of a corporation may obtain in- 
surance on the property which is owned 
by the corporation (Riggs v. C. M. Ins. 
Co., 125 N. Y. 7) or in fact any person 
having an insurable interest in property 
may obtain insurance thereon and un- 
less indemnity is limited to the amount 
of the insured’s interest the insured may 
recover to the extent of the full damage 
to the property (as frequently happens 
in cases where a broad form of trust 
and commission clause is used or in a 
warehousemen’s or any other bailee’s 
form of policy). 

Limitations 

The extent of compensation for loss 
or damage is limited to the interest of 
the insured (lines 25 to 26 of the policy). 
Provision may be made to have the loss 
payable to a loss pavee (Rule 11, Regula- 
tions A, WDC). The mandatory forms 
of application which become part of the 
policy provide for payment to the loss 
pavee “as interest may appear.” 

Which of these limitations would ap- 
ply—or could both apply in the event 
the interest of the insured is less than 
that of the loss payee? 

Assuming that a processor of mer- 
chandise insures the property in his pos- 
session for processing for the benefit of 
himself with loss made pavable to the 
owner. For the sake of illustration let 
us imagine that each unit of that mer- 
chandise in its raw state is worth $10. 
Let us say further that the labor and 
materials added to the original unit of 
merchandise by the processor has en- 
hanced its value by $5 making it now 


worth $15. A policy has been obtained 
naming the processor as the insured and 
making loss payable to the owner as in- 
terest may appear. 

The merchandise is destroyed by en- 
emy action and indemnity is sought by 
the insured for his invested labor and 
materials and by the loss payee for the 
value of his merchandise. The policy 
savs the insured is the applicant. The 
policy further provides that the amount 
of compensation shall be limited to the 
“interest of the insured,” $5 in this case. 
Is the total compensation to be paid un- 
der the policy to be determined by the 
interest of the “insured” and then pay- 
ment thereof to be made to the loss 
payee in an amount further delimited by 
the latter’s interest, or is the loss to be 
payable first to the loss payee to the 
extent of his interest and the balance, 
if any, to be naid to the insured in an 
amount limited to the insured’s interest 
in the property damaged? 


Loss Payee 


Of course no such bizarre result could 
have been intended. Rule 11 of Regula- 
tions A of the WDC provides for the 
anplication forms to include a loss nay- 
able provision: “and in any case where 
the applicant desires that payment under 
the policy be made to any party in in- 
terest in addition to the insured the loss 
payable provision must be completed 
properly.” It appears from this rule 
that the payable damage is to be pro- 
rated in the inverse order, that is to say, 
the loss pavee is to receive so much 
thereof as is sufficient to compensate 
him for the damage to his interest with- 
in the terms and conditions of the policy 
and the balance, if any, is to be paid 
to the insured. 

At this point it might be apropos to 
discuss a strange phase of the policy cov- 
erage. While the insurance is predi- 
cated upon the value of the property— 
the amount of insurance carried under 
the 50% coinsurance clause is required 
to be at least 50% of the value of the 
property insured, otherwise the insured 
and loss payee mav be coinsurers to the 
extent of the difference—recovery in 
case of damage is limited to the inter- 
est of those to whom the payment is to 
be made. Since this is an interest pol- 
icy exclusively the base upon which co- 
insurance should be computed should be 
the interest of the insured rather than 
the value of that in which he may have 
a comparatively moderate financial in- 
terest. 

Rule 10 of Regulations A of the WDC 
which originally provided for the 
taining of policies by mortgagees or 
other f securitv or financial 
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age, was amended to permit s 
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the property insured upon payment of 
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“Financial Interests in Property” 
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Marine War Losses Exceed Income 
By Only $14,000,000, Figures Show 


Policyholders of fire and marine in- 
surance companies writing marine war 
risk coverage will be assured from fig- 
ures just released by the committee on 
information of the American Institute 


of Marine Underwriters that war losses 
up to September 30 exceed premium 
income by a maximum of $14,000,000 and 
this figure may further be reduced. After 
three years of actual war experience, 
marine insurance companies in the 
United States have a credit balance of 
about $10,000,000 on cargo war risk in- 
surance, which they are continuing to 
write, and a debit balance of around 
$24,263,000 on hull war risk operations, 
which business is now being written 
entirely by the War Shipping Adminis- 
tration in Washington. 

The figures reported do not include 
any of the business written for the 
Government directly or through the com- 
mercial underwriters as fiduciary agents 
of the WSA as none of the WSA busi- 
ness is reflected in the premiums or 
losses of the private markets. 

Figures made public by the American 
Institute show that the American Cargo 
War Risk Reinsurance Exchange as of 
September 30 had a credit balance dis- 
tributable to members of $10,014,186. 
This represents the difference between 
net premium income, after all adjust- 
ments and exchange expenses, of $171,- 
629,459 and losses paid and outstanding 
of $161,615,273 for the entire period of 
exchange operations from inception in 
June, 1939, to the end of September, 
1942. 

For the first nine months of this year, 
net premium income on the same basis 
amounted to $99,963,696 against losses of 
$129,660,546 leaving a debit balance for 
this period of $29,696,850. 


Debit Balance May Be Cut 

Since there is normally a lag of sev- 
eral months in determining premiums on 
business written under open contracts, 
the managers of the cargo exchange 
estimate that there were outstanding net 
premiums at the end of September in 
excess of $20,000,000. As there is a much 
shorter lag in the report of losses it is 
expected that a substantial part of these 
outstanding premiums will be realized, 
thus reducing the debit balance for the 
first nine months of this year and in- 
creasing the actual credit balance shown 
on the books as of September 30. 

The American Marine Insurance Syn- 
dicate, which discontinued writing war 
risk hull insurance earlier this year and 
has practically wound up its war under- 
writing operations, showed as of Sep- 
tember 30 a debit balance of $24,263,427, 
representing the difference between net 
premium income of $35,737,892 and in- 
curred losses of $60,001,319 for the period 
from June, 1939 to the end of Sep- 
tember, 1942. Only four ships now re- 
main at risk with outstanding insurance 
of $2,691,375. When final reports are 
available on these ships the syndicate’s 
war risk operations will be written off. 

The balances from war risk operations 
of both the exchange and the syndicate 
are subject to administrative expenses, 
taxes and other charges of the individual 
member companies. 

Insured Liability $16,579,876,000 

From the inception of war risk insur- 
ance in June, 1939, to the end of Sep- 
tember, 1942, the insurance companies 
had insured cargoes and vessels for a 
total of $16,579,876,000. Cargo liabilities 
for this period aggregated approximately 


$12,770,433,000 and hull liabilities $3,809,- 
443,000. 

The peak of monthly losses incurred 
as the result of ship sinkings was reached 
in June of this year and since then the 
trend has been steadily downward, the 
committee revealed. This has been re- 
flected in two recent general reductions 
in cargo risk rates and another partial 
reduction, the first downward revisions 
since Pearl Harbor. 

Despite these reductions, ocean war 
risk rates on cargo shipments now aver- 
age between 12% and 15% compared 
with about 1% before Pearl Harbor. The 
higher scale of rates, coupled with a re- 
duction of from 50 to 75% in liabilities, 
is expected to result in an improved mar- 
gin of premiums over losses paid in the 
final months of this year, offsetting the 
less favorable showing when ship sink- 
ings were at their height. 

The credit or debit balances resulting 
from the operations of the cargo ex- 
change and the marine insurance syn- 
dicate are spread among approximately 
140 insurance companies which do all ex- 
cept a small portion of the private marine 
insurance business in the American 
market. These companies at the end 
of last year had an aggregate surplus 
for protection of policyholders of $1,- 
174,622,000, with cash and Government 


security holdings of $693,661 ,000. 


PERCY CHUBB IN LONDON 

Percy Chubb, head of the insurance 
bureau of the War Shipping Administra- 
tion, and formerly a partner in Chubb 
& Son of New York, is reported to be 
in London now discussing with the 
British Government and marine under- 
writers various problems associated with 
war risk and ocean marine underwriting. 





Court Cites Conditions Rendering 
Carrier Liable for Damage to Fruit 


Action was brought in the Federal 
District Court for Eastern South Caro- 
lina by a co-partnership of shippers 
against the owners of a steamship for 
damage to a cargo of watermelons on a 
voyage from Charleston to New York. 
On arrival of the shipment at destina- 
tion it was found to be affected to a 
certain extent with anthracnose and di- 
plodia. From a judgment for the de- 
fendant steamship company the shippers 
appealed. The judgment was reversed 
by the Fourth Circuit Court of Appeals, 
S. L. Shepard & Co. v. Agwilines, Inc., 
130 F. 2nd 67, and the case remanded 
for a new trial. 

“In the absence of any evidence of ex- 
posure of the fruit to infection during 
the voyage,” the Circuit Court of Appeals 


-said, “the proof of the diseased condi- 


tion of the fruit upon arrival at New 
York, offered by the defendant, made 
a prima facie showing that the loss re- 
sulted from a defect or vice of the prop- 
erty within the meaning of the excepting 
clauses of the Harter Act and the bills 
of lading. The wav, however, was still 
onen to the plaintiffs to show that the 
diseased condition of the fruit would not 
have produced the injury and loss if the 
carrier had not been negligent in han- 
dling it. Thus under the rule that when 
the carrier succeeds in establishing that 
the injury is from an excepted cause, 
the burden is then on the shipper to 
show that that cause would not have 
produced the injury but for the carrier’s 
negligence in failing to guard against it.” 


Shippers’ Accusations 
In this case the burden to prove free- 
dom from negligence seemed to the ap- 
pellate court to rest upon the carrier 
by virtue of the terms of the bills of 
lading. Nevertheless, the plaintiffs of- 
fered evidence to show that the injury 
was caused by the rapid development of 
the diseases due to improper conduct and 
neglect on the part of the agents of the 
carrier, (1) rough handling, (2) improper 
stowage between decks and in hold and 
(3) in furnishing insufficient refrigera- 

tion in those parts of the ship. 





Admiral Vickery Foresees Large 
Post-War Volume of Underwriting 


Promising to do his part to see Amer- 
ican shipping insured in American mar- 
kets, Rear Admiral Howard L. Vickery, 
vice-chairman of the Maritime Commis- 
sion, told the members of the American 
Institute of Marine Underwriters last 
week that they could look with confi- 
dence to a large American merchant ma- 
rine after this war which would provide 
a substantial volume of premiums for 
companies in the United States. Ad- 
miral Vickery, who is also deputy ad- 
ministrator of the War Shipping Ad- 
ministration, spoke before the annual 
luncheon meeting of the institute at 
the India House in New York City on 
October 22. 

“It is true,” said Admiral Vickery, 
“that in the years preceding the war, a 
substantial domestic hull insurance mar- 
ket was established, but I believe that 
in the future there should be an Amer- 
ican marine insurance market capable of 
fulfilling all the insurance needs of the 
American merchant marine. There will 
be many new ships, safe, well-manned— 
a fresh start in the shipping world. 
Then let your plans be based on a fresh 
start too. Figure on nothing less than 
making our merchant marine all Amer- 
ican. 

New Ships of High Quality 

“The commission,” he said, “has ex: 
panded to the limit the facilities for 
manufacturing the turbines and gears 


required for its speedy long range, or 
C-type cargo vessels. Accordingly, as 
the months pass, our shipyards will be 
delivering increasing numbers of these 
—the finest merchant ships afloat. Even 
by the end of next year, if peacetime 
trade could then be restored, the United 
States would be in a strong competitive 
position in number of first class mer- 
chant ships alone. In your planning for 
the insurance needs of our post-war 
merchant marine, therefore, you may 
have confidence that the ships will be 
adequate for their job in numbers, in 
speed, in quality, and above all, in 
safety. 

“You may be sure, too, that those 
ships will be well manned. The War 
Shipping Administration is engaged in 
a program of recruiting and training 
which will send over 100,000 more men 
to sea by the end of next year. No 
haphazard emergency affair, this pro- 
gram provides for the thorough and 
svstematic training of apprentice sea- 
men, specialists, and licensed officers. 
While the instant objective is the win- 
ning of the war, it will necessarily fol- 
low that there will be available sufficient 
well trained personnel for the safe and 
efficient operation of our post-war mer- 
chant fleet.” 

The institute elected J. Mather a di- 
rector and re-elected as directors John 
T. Byrne, Hawley T. Chester, Harold 
Jackson and William D. Winter. 


—SS=S=—. 


As to the first two of these items th 
evidence was held insufficient to war ; 
the overruling of the District Court’ 
decision, being indefinite, uncertain ed 
unsatisfactory. The case, _ therefor 
turned on the question of refrigeration 

There was no precooling plant main, 
tained by the steamship company 3 
Charleston, as at its three Florida point 
of shipment, and refrigerating Service 
from that port was not offered or af. 
vertised. Nor did the freight rate from 
Charleston specify refrigeration, 

Lower Court Verdict for Defendan 

The district judge directed a verdig 
for the defendant, being of opinion tha 
the shippers’ testimony that they were 
promised a temperature from 38° to 4 
could not be received to show an alleged 
special arrangement, as to which the 
testimony conflicted, between the ship- 
pers and the carrier, because such ay 
arrangement, if given effect, would have 
accorded the shippers a preference oy 
advantage not available to all persons 
under the public tariff, and also because 
the arrangement would vary the terms 
of the contract contained in the bill of 
lading in which no mention of refriger. 
tion was made. 

The Circuit Court of Appeals, however, 
took the view that the submission of the 
case to the determination of the jury 
was required. The evidence of the car. 
rier itself tended to show that the ship 
was not equipped to carry the shipment 
safely in the refrigerated compartments 
in which it was placed; and, it was held, 
if the jury should find this to be a fact, 
then the acceptance of the shipment im. 
posed a liability upon the vessel for any 
damage caused by the insufficiency in 
the absence of same waiver on the part 
of the shipper, the general rule being 
that a ship must not accept a shipment 
of perishable goods unless it is equipped 
to carry them safely. 

This rule is held precisely applicable 
to this case if the vessel was not sea 
worthy with respect to the commodities 
offered for shipment in view of the ad- 
mitted facts. Although watermelons can 
be safely shipped without refrigeration, 
the shipment here was carried in ait- 
tight refrigerated compartments, and un- 
less the available refrigeration was ade- 
quate, the carrier would ordinarily be 
liable for an ensuing loss. 

The carrier’s defense, however, if es- 
tablished to the satisfaction of the jury, 
that the evidence showed it was reluc- 
tant to accept the shipment, and did s 
only after the inadequacy of the refrig- 
eration equipment had been fully ex 
plained to the shippers, and they had 
expressed their willingness to take the 
risk, would, it was held, be sufficient 
On a new trial the jury must first de 
cide this issue of warning by the carrier 
and its reception by the shippers. If 
they found for the carrier, the question 
of refrigeration would drop. If. they 
found for the shippers they must further 
find whether the refrigeration was inade- 
quate, and whether this inadequacy 
caused or contributed to the damage 0 
the fruit. Reversed and remanded. 





John MacKenzie Special 
Agent of Travelers Fire 


John MacKenzie has been appointed 
special agent in the Hartford office of 
the Travelers Fire. Under the jurisdic: 
tion of William T. Hickey, manager 0 
the office, he will travel in Connecticut, 
Rhode Island and Western Massacht- 
setts. 

A resident of Middletown, Conn., Mt. 
MacKenzie has been associated with the 
Royal Exchange since completing hi 
education in 1926. For a time he wa 
manager of its brokerage department i 
New York. Three years ago he was 
sent by that company to Connecticut 4 
state agent. He resigned that office 
October 1. 
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The new provisions of the 1942 revenue 

act taxing mutual insurance companies 
other than life or marine were the sub- 
ect of keen interest in insurance circles 
this week and it is estimated that, on 
the basis of the 1941 income of the mu- 
tual companies affected, the new pro- 
visions will raise about $5,000,000 annu- 
* final results, as contained in the 
1942 revenue act, represent months of 
study and effort by Treasury Depart- 
ment experts to find a workable formula 
for taxing the large commercial writing 
mutuals, plus the efforts of members of 
hoth houses of Congress. The so-called 
Treasury formula was adopted by the 
House. However, the house provisions 
were eliminated by the Senate and a 
new basis of mutual taxation was sub- 
stituted. With minor amendments the 
Senate version was accepted by the Con- 
ference Committee and finally became 
law. 

It is necessary to point out first that 
mutual marine companies have hereto- 
fore been subject to tax under the same 
section of law as other mutuals. The 
lay now taxes all marine companies— 
stock and mutual—under the section ap- 
plicable to stock companies other than 
life (section 204 I.R.C.). 

Exemption Provisions 

Thus the new act provides for taxa- 
tion of mutuals other than life or ma- 
rine as follows: 

Exemption Provisions: Section 101 (11) 
.R. C. is amended to exempt com- 
pletely all mutuals whose gross receipts 
from interest, dividends, rents and pre- 
miums do not exceed $75,000.00. The 





Travelers Advances Demsey; 


Welsh Shifted to Coast 


_Clement F. Demsey, adjuster at the 
39 John Street office of the Travelers 
in New York, is being promoted as of 
November 1 to post of supervising ad- 
juster, life, accident and group lines, of 
the Greater New York claim service of 
that company. He succeeds A. C. Welsh 
who is being assigned as of the same 
date to supervision of the San Fran- 
cisco and Oakland offices as supervising 
adjuster there. . 
This marks Mr. Welsh’s twentieth an- 
liversary year with the Travelers. A 
native of San Francisco, he started with 
the Travelers there as an investigator 
for all lines, and soon won promotion 
to post of adjuster there, one of the 
youngest in the company at the time. 
His call to New York came in Septem- 
ber, 1930, and while here he has been 
a member of the A. & H. Club, East- 
ern Life Claim Conference and Inter- 
national Claim Association. He is a 
member of the California bar. 

Mr. Demsey started with the Travel- 
ers in July, 1930, after foreign trade 
work which took him to all parts of the 
world. Initial post was as investigator 
In the life, accident and group claim 
division, 55 John St. branch; then pro- 
Motion to examiner in this department. 
In September, 1937, he was made adjus- 
ter, A graduate of University of Cali- 
fornia, and member of Theta Chi fra- 
ternity there, Mr. Demsey is this year’s 
President of the A. & H. Club of New 
York. Formerly he served as its vice- 
President and publicity director, He 
also is a member of Eastern Life Claim 
Conference, 









Taxation of Mutual Cos. Expected 
To Raise $5,000,000 Annually 


Senate Finance Committee report esti- 
mated that under this provision more 
than 80% of all mutuals will be exempt 
from filing returns. Those companies 
exempt under this provision are chiefly 
farmers’ and other small and local com- 
panies. 

Taxing Provisions: Section 207 I. R. C. 
is amended to provide for taxation of 
mutuals on either of the following bases, 
whichever produces the higher tax: 

(a) On Net Investment Income. * * * 
Where the surtax net income (from in- 
vestments only) exceeds $3,000, net in- 
vestment income is taxed at the regular 
corporate normal, surtax and excess 
profits tax rates. If the surtax net in- 
come (from investments only) is $3,000 
or less, no tax is due on this basis. If 
the surtax net income exceeds $3,000, 
then the entire net investment income 
becomes subject to tax, including the 
first $3,000. 

In the case of reciprocals and inter- 
insurers, the exemption for the purpose 
of this basis is $50,000 instead of $3,000. 

* * * For purposes of the alternative 
tax under (a) above, net income is com- 
puted on the basis of investment income 
minus investment expenses. Capital 
gains are included in taxable income 
and capital losses are treated the same 
as in the case of other corporations 
generally. Exception to this is where 
capital assets are disposed of to provide 
funds for the meeting of abnormal losses 
or for payment of dividends to policy- 
holders. In this event excess capital 
losses are allowed with specific limita- 
tions. 

(b) Where gross receipts from divi- 
dends, interest, rents and net premiums 
—minus dividends to policyholders and 
minus wholly tax exempt interest—ex- 
ceeds $75,000, a tax of 1% is levied upon 
the amount so computed. If the amount 
so computed exceeds $75,000, the entire 
amount becomes subject to tax, includ- 
ing the first $75,000. 

Any excess profits tax to which the 
mutual may be subject for the taxable 
year, is an offset against this 1% tax. 

This 1% tax does not apply to recip- 
rocals and interinsurers. 


Special “Notch” Provision 


A special “notch” provision lessens the 
tax on mutuals which are close to the 
flat exemption under section 101 (11). 
This provision applies where the gross 
income from interest, dividends, rents 
and premiums is over $75,000 but less 
than $125,000. 

For the first time, Section 207 I. R. C. 
now contains a specific provision pro- 
hibiting the same item to be deducted 
twice. 

Tax on Excess Profits 


Mutuals continue subject to tax on 
their excess profits. The act provides, 
however, that in addition to the usual 
items included in the computation of 
excess profits credit, mutuals shall be 
permitted to include as equity invested 
capital, 50% of the mean of all reserves 
required by law. Also, as noted above, 
any excess profits tax payable on income 
computed under the alternative 1% for- 
mula is a direct offset to the 1% tax. 

A special “notch” provision, similar to 
the one aforementioned, applies where 
the gross income is over $75,000, but less 
than $125,000. Reciprocals and interin- 
surers are given a flat exemption of 
$50,000. 

It appears unlikely that any excess 
profits tax will be paid by the mutuals. 


New Auto Rates Are 


























Introduced Rapidly 
NON-BUREAU COMPANIES ACT 
Illinois, Indiana Approve; North Amer- 

ica Continues Merit Rates; General 


Accident Rates 


lia- 
last 


automobile 
announced 


The new 
bility rate 
week by the National Bureau of Casu- 
alty & Surety Underwriters, already in- 
troduced in all non-regulated states, are 
rapidly being put into effect in the rate 
regulated states where departmental ap- 
proval must be given. The new rates 
have been approved in Indiana to be- 
come effective as of the date gasoline 
rationing books are distributed. In Il- 
linois, the Department has approved the 
rates for bodily injury and a modified 
schedule of property damage rates. 

Among the non-bureau companies, the 
Indemnity Insurance Co. of North Amer- 
ica has adopted the new schedule of the 
National Bureau, but retains its merit 
rating plan. Formerly, this plan gave a 
10% credit to the no-accident driver on 
the first renewal, 15% for the second 
year, and 20% for each succeeding no- 
accident year. With adoption of the de- 
creased rate schedules, the 10% credit 
for the first year is retained, with a 
15% credit for each succeeding year in 
which the policyholder has no accidents. 
The Indemnity of North America adopt- 
ed its merit rating plan back in 1929 
and has operated it ever since that time. 
It antedated the National Bureau com- 
panies’ safe driver reward plan, now 
suspended for the period of the emer- 
gency. 

General Accident Differential 

The General Accident cooperated in 
the emergency auto rate change and in 
New York this company is using the 
revised rates with the customary dif- 
ferential. 

The Saint Paul-Mercury has brought 
out a revised schedule applicable at 
present only in Minnesota, which is 
practically in line with the National Bu- 


emergency 
schedules, 


reau rates. Attached to copies of the 
new schedules sent to agencies was a 
red, white and blue sticker reading 


“Wartime Emergency Rates.” 

In New York State, the bureau re- 
ductions will average approximately 30%; 
in Illinois, they are said to average 
around 40%; in Missouri, the estimated 
reduction is from 45% to 56% for bod- 
ily injury and 35% pn property damage. 

In Oklahoma, another of the rate reg- 
ulated states, the State Insurance Board 
has approved the new rates, effective 
October 20. They may also be applied 
to policies issued on and after Septem- 
ber 1. The reduction in Oklahoma, de- 
pending upon the territory in which the 
private passenger car is garaged and 
upon mileage will aggregate from 13% 
to 48%. 

Illinois P. D. Rates 

When the new rates were filed in II- 
linois, Director Paul F. Jones of the 
Insurance Department refused to accept 
the property damage filing since no dif- 
ferentiation was made between classes 
A, B and C rates. “Notwithstanding our 
efforts to have the Illinois Department 
accept our rates,” a National Bureau 
statement says, “the Department main- 
tained its position and we, therefore, 
found it necessary to change the prop- 
erty damage rates for Illinois.” The 
bodily injury rates as filed and the prop- 
erty damage rates as modified have now 
been approved by the Department effec- 
tive October 20 and retroactive for new 
and renewal policies effective on or after 
September 1. 

In Indiana, Insurance Commissioner F. 
J. Viehmann approved the filings which 
will apply as of the first day gasoline 
rationing goes into effect and policies 
issued on or after September 1 may also 
receive the new rates on a pro rata basis 
as of the rate rationing books are first 
distributed in Indiana. Rates will be 
determined from the type of ration book 


Heinrich on Foreman’s 


Place in Safety Work 


TALKS AT SAFETY MEETING 
National Congress at Chicago Hears 
Newell, Lippincott, Currie, Stillwell, 
Blandy, Fishbein 


H. W. Heinrich, assistant superintend- 
ent, engineering and inspection division, 
Travelers, took a prominent part in this 
week’s National Safety Congress in Chi- 
cago, being on the program for two 
talks. On Tuesday he discussed “What 
Makes A Safety Engineer” and on 
Thursday he featured “The Foreman’s 
Place in the Safety Program.” Other 
insurance men on the program included 
H. E. Newell, assistant chief engineer, 
National Board of Fire Underwriters, 
who discussed “Fire Safety in War 
Plants”; Lincoln H. Lippincott, national 
secretary, “Not Over 50” club, whose 








Heinrich Made Chairman of 
U.S. Army Safety Committee 


H. W. Heinrich, assistant superintend- 
ent of the engineering and inspection 
division of the Travelers, has been named 
chairman of an advisory safety com- 
mittee to assist the United States Army’s 
Services of Supply in a campaign to 
promote safety measures in plants pro- 
ducing war materials, according to an 


announcement of the Department of 
War. 
Mr. Heinrich was an officer in the 


Navy during the first World War, and 
has been with the Travelers since that 
time. He is the author of several books 
on safety. 











slogan today is “Stop Accidents—Speed 
Victory,’ and R. D. Currie of Trucks- 
ville, Pa., district engineer of General 
Reinsurance Corp., who gave statistics 
on coal mine accidents. 

Of keen interest to everyone attend- 
ing was the annual presidential address 
by Col. John Stilwell in which he re- 
counted work of National Safety Coun- 
cil over the last year and closed with 
this stirring challenge: 

Accident prevention is a profession; 
we are its practitioners. Ours is the re- 
sponsibility, and we dare not think of 
failure. We face the bald fact that, un- 
less we can prevent them, industrial ac- 
cidents alone will this year disable 160,- 
000 more workers than were hurt in 
1941. Such losses are aid and comfort 
to the enemy which we cannot afford 
to give him. They are treason. They 
are sabotage. 

Speaker at the annual dinner October 
28 was Rear Admiral W. H. P. Blandy, 
U. S. N., who declared that “we on the 
home front of production have no right 
to countenance any factor which might 
tend to lessen our output of the tools of 
war.” But he proved, by a few startling 
facts as follows, that accidents are caus- 
ing Americans to lose more man-hours 
than strikes, shortages and transporta- 
tion difficulties. He said: 

“Since December 7, almost twice as 
many people have been killed in the 
United States by accidents as have been 
killed in England by German bombing 
in three years of war. 

“Since December 7, more Americans 
have been permanently disabled by ac- 
cidents on the home front than the total 

(Continued on Page 29) 


held, with private passenger automobiles 
limited to A books receiving the lowest 
rates, those getting supplemental B books 
will pay a higher rate and those for 
which supplemental C or other types of 
gasoline ration books will pay the high- 
est rate. 








Commissioner Charles F. J. Harring- 
ton of Massachusetts announced t 
week that holders of A cards in that 
state will receive a rate reduction of 40% 
to 60% in compulsory auto insurance 


rates in 1943. 
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Kuh Issues Pointers 
On Necessary Waivers 


BULLETINS A. & H. PRODUCERS 





Says Waivers Are Rarely Used But 
Should Be Signed to Cover Pre- 


Existing Conditions 





Llovd M. Kuh, district manager in 
New York for the disability division of 
the Continental Casualty Co., has issued 
a bulletin to agents and brokers on sell- 
ing the applicant or claimant on the idea 
of signing a necessary waiver. Although 
waivers are seldom used, the bulletin 
savs, the following pointers are helpful 
“in a pinch”: 

“1, A waiver is required where there 
is a chronic or recurring condition. With- 
out this, no A. & H. policy could be 
issued at all. f aa 

“2 Waivers are against pre-existing 
conditions. Individual A. & H., and in- 
deed, fire or casualty insurance cannot 
be made to cover a condition ante-dating 
the policy. Thus, even without the 
waiver, a recurrence of an old condition 
would not be covered. It is requested, 
however, so that this will be understood 
should such a claim arise. 

High Claim Rate 

“3. Waivered policies, at best, pro- 
duce an abnormally high claim ratio. A 
man may have been disabled from ap- 
pendicitis without operation, for example. 
We waiver this. But the diagnosis is 
sometimes wrong. He later is disabled 


by a gall bladder attack, or ulcers, or 
some other internal trouble which was 
what he actually suffered from orig- 
inally. We would pay the claim al- 


though if the doctor had diagnosed the 
first condition correctly, we would have 
waivered it and, quite properly, not had 
pay. 

“4. There are several thousand dis- 
eases and probably as many accidents. 
A waiver eliminates only one or two of 
these, so that all the thousands of legiti- 
mate disabilities remaining are covered 
fully by our unrestricted disability divi- 
sion contracts. 

“5. Most disabilities which have to be 
waivered will never recur if the insured 
obeys his doctor’s orders. Since whether 
he does or not is strictly under the con- 
trol of the policyholder, it is only nat- 
ural that he sign. If he takes the proper 
care of himself, this disability probably 
will not recur and he loses nothing by 
signing. 


to 


Rating of Applicants 

“6. The lower-than-usual-rates of our 
disability division policies are based on 
standard risks. There is no way of 
rating up A. & H. applicants in order 
to eliminate waivers, if they are sub- 
standard. This is because practically 
every person having the same chronic 


illness would have a different future 
morbidity that would be entirely prob- 
lematical with the individual. Each 


would require a different rating! To 
rate each one separately would be a 
herculean task that would increase the 
cost of the business, all out of propor- 
tion to its worth. A waiver is the most 
efficient answer. 

“7. When and if the risk becomes 
standard, the waiver will be removed. 

“8. We interpret waivers liberally. 
Thus, suppose a man had an eye acci- 
dent necessitating a waiver against any 
disease or injury of either or both eyes. 
If this man were subsequently injured 

we would not use this waiver 
against him, saying that if his eyes were 
perfect, he would have seen the car and 
avoided it. This isn’t our intention and 
we have never used a waiver in that 
connection. 

“The above facts should convince any 
reasonable client. By signing he gets a 
new policy or an old one is continued. 
Otherwise, he would be deprived alto- 


Dy an auto, 


ST. LOUIS SALES CONGRESS 


& Health Underwriters Assn.; 
Speakers and Topics 

Sidney Altman, president, Accident & 
Health Underwriters Association of St. 
Louis, has announced that that associa- 
tion will conduct a sales congress at the 
De Soto Hotel, St. Louis, November 16. 

The speakers who will participate in 
the congress and their subjects are: 
George Dyer, Jr. president, National 
Association of Accident & Health Un- 
derwriters and general agent in St. Louis 
for the Columbian National, “What the 
National Association Is Do'ng to Pro- 
mote and Stimulate the Sale of Health 
& Accident Insurance”; Thomas E. Sly, 
president, St. Louis Mutual Life, “Fun- 
damentals of Accident & Health Un- 
derwriting”; William W. Coles, assistant 
secretary and manager, H. & A. depart- 
ment, General American Life, “Under- 
writing Accident & Health Insurance”; 
George H. Means, CLU, manager, Met- 
ropolitan Life, “Selection and Qualifica- 
tions of Health & Accident Applicants” ; 
Frank R. Philpott, general agent, Mon- 
arch Life, “Principles of Accident & 
Health Presentation.” 

Frank Vesser, manager, m dwestern di- 
vision, Reliance Life, Pittsburgh, is pro- 
gram chairman for the sales congress 


sales congress. 
Newark A. & H. Men Name 
W. F. Smith As President 


Wilbur F. Smith, 
elected president of the Accident & 
Health Underwriters Association of 
Newark, N. J., at its annual meeting last 
week. W. E. Linklater, Bankers In- 
demnity, was named treasurer and the 
following vice-presidents are in charge 
of the several activities: Education, 
George Lehman, National Accident & 
Health; program, T. C. Sherman, Paci- 
fic Njutual Life; membership, I. G. 
Wessman, Loyalty Group. 

The new executive committee is com- 
posed of Paul Garey, Loyalty Group; 
Lou Noll, Commercial Casualty; George 
McDowell, Loyalty Group; William 
Ford, National Accident & Health; 
Ralph Heller, Prudential; Ray F. Shee- 
han, Mutual Benefit Health & Accident, 
and William O. Barnes, Washington Na- 
tional. The association plans to hold 
luncheon meetings every third Tuesday 
of each month in Newark. 


Fuel Oil Rationing Has 
Sales Appeal For A.&H. Men 


Smart accidents and health agents in 
Minnesota are reported to be capitalizing 
on fuel oil rationing to increase their 
sales. Thousands of homes equipped with 
oil burners in the state will have to get 
along at lower temperatures than here- 
tofore and health authorities warn that 
this will endanger their health. 

Fuel oil rationing with resulting lower 
home temperatures will constitute a defin- 
ite health menace, said Dr. R. B. J. 
Schoch, city health officer of St. Paul. 
3oth the older, inactive people and the 
young children who lack resistance will 
be susceptible to infactious diseases and 
they are in greater danger when living in 
lower temperatures, he added. 

“Additional clothing should be worn 
and common sense precautions taken at all 
times,” advised Dr. Schoch. 

There is an accident angle to the sit- 
uation, too, he pointed out, in the use 
of auxiliary heating apparatus such as 
gas and coal stoves which may cause 
carbon dioxide gas with fatal results. 





Aetna Life, was 








gether of our Better-value Income Pro- 
tection. At the same time you receive 
our liberal commissions! 

“It is estimated that only about 5 to 
10% of all cases have to be waivered.” 


To Suspend A. & H. Week 
For Duration of the War 


There will be no official observance 
of Accident & Health Insurance Week in 
1943 and subsequent years during the 
war, according to a decision just reached 
by the general committee in charge of 
the week. 

While there were some members of 
the committee who desired to continue 
the observance on a modified basis, the 
majority of them felt that a suspension 
of this activity during the war would be 
preferable. 

Harold R. Gordon, general chairman, 
said that the general committee will be 
continued to resume its work after the 
war and to consider publicity and pro- 
motional aspects of the A. & H. busi- 
ness during the interim. 





A. & H. Good Fellowship 
Dinner Off Because of War 


The joint good fellowship dinner, 
which the two accident and health bu- 
reaus have staged so successfully in De- 
cember in the past two years, will not 
be held this because of 


year the war 
situation. The Bureau of Personal Ac- 
cident & Health Underwriters would 


have been the host. By mutual consent 
with the Health & Accident Underwrit- 
ers Conference the get-together was 
called off but there is every intention 
of resuming as soon as war conditions 
improve. 





RULES ON AGE LIMITATION 





Nebraska Supreme Court Holds Clause 
Is for Benefit of Insurer and Is 
Subject to Waiver 


The Nebraska State Supreme Court 
has handed down an opinion on an acci- 
dent and health policy holding that the 
standard age limitation clause is for the 
benefit of the insurer and not for the 
benefit of the insured and is subject to 
waiver by the insurer. 

The present case involved a suit where 
the insured attempted to collect the re- 
turn of premiums. The decision reversed 
a municipal and district court ruling and 
as a result denied judgment to William 
Henry Lipe who~ sought $200 paid in 
premiums to the World Insurance Co. 

Lipe had taken out the policy in 1932 
at the-age of 63 and paid the premiums 
which were accepted quarterly by the 
company until July, 1939, when he 
reached the age of 70 and the company 
refused to accept the health risk and 
issued him a straight accident policy. 

The court’s decision centered over the 
standard age limitation clause which 
stated the policy “shall not cover any 
person under 16 years or over the age 
of 65 years. Any premium paid to the 
company for any period not covered by 
this policy will be returned upon re- 
quest.” 

The court held that while the com- 
pany knew the insured was beyond the 
inhibited age, it continued to treat the 
contract as a binding force and by ac- 
cepting and retaining the premiums, for- 
feiture was waived and the company was 
bound. 

“At no time during this period after 
he had attained the age of 65,” the opin- 
ion states, “did the assured cease to be 
fully covered by the legally existing 
terms of the policy in suit. This fact 
wholly negatives the right of recovery 
pleaded by the plaintiff and no recovery 
can be sustained in his behalf.” 





A. & H. PRODUCERS ORGANIZE 


The initial meeting of the Los Angeles 
Association of Producers of Accident & 
Health Insurance will be held November 
2, at which time organization will be 
completed. Kelly Kelso, Pasadena, is 
chairman of the committee handling the 
organization. Members are John W. 
Davis, San Gabriel; Walter R. West- 
cott, CLU, Glendale, and Frank L. Bry- 
son, Los Angeles. 


——— 
A. & H. Coverage to Men in 


Armed Forces Here Continue 

The Bureau of Personal A, & Un. 
derwriters through its underwriting and 
governing committees has recommende/ 
to member companies extension of per. 
sonal A. & H. coverage for another 
year to policyholders who are jn the 
armed forces within continental U, A 
or expect to be soon. The loss experi. 
ence on this type of business has been 
surprisingly good, the bureau reports 
with companies reporting that logs 
have been small both in number anj 
amount. But it is a fact that a sizeable 
number of personal accident policies 
have lapsed when men have entered the 
service, 





A. & H. MEN HEAR GONTRUM 





Baltimore Ass’n Host to Maryland Com. 
missioner Who Sees Mail Order Busi. 

ness As Problem; “Open Door” Policy 

John B. Gontrum, insurance commis. 
sioner of Maryland, was the guey 
speaker at the October dinner meeting 
of the Baltimore Association of A, & H 
Underwriters. He made an excellent in. 
pression, especially as he stressed the 


importance of the association in fulfil. 
ing a definite need in Maryland. Con. 
missioner Gontrum indicated an “open 
door” policy as far as his department 
could be helpful in helping the A. & H 
men to solve their problems. 

As a result of the work done so far 
by the Maryland association, Mr. Gon. 
trum mentioned as a concrete illustration 
the marked falling off in number of ip. 
dividual complaints to the Maryland De. 
partment. 

Mr. Gontrum also made a number of 
observations and suggestions as to the 
A. & H. business in Maryland, inelud- 
ing a belief that hospitalization com- 
panies be taken into the association: 
“that something should be done about 
the mail order business in this state” 
It is his definite conviction that the A. 
& H. business as a whole fills a definite 
need in family life in the community. 
Furthermore, he felt that the business 
has a bright future and that “we could 
be assured that Government control will 
not materialize if insurance men do their 
part. 

The Baltimore association went on 
record in supporting the Insurance Eco- 
nomics Society of America 100% in its 
objective of counteracting tendencies 
toward Government monopoly. 

It was further decided that letters be 
sent to all members of the association 
in the armed forces each month and that 
they will be considered as active men- 
bers with dues waived. It was decided 
that a Christmas party would be held 
in December. 





Clifton W. McNeill Heads 


Union Mutual’s A.8&H. Dept. 


Clifton W. McNeill, who has served 
for the past two years as superintendent 
of agencies, A. & H. department, 0! 
Union Mutual Life of Maine, has been 
promoted to second vice-president 0! 
the company and in this capacity will 
be operating head of the A. & H. activ- 
ties. 

A popular figure in A. & H. circles, 
Mr. McNeill is the son of Chester W. 
McNeill, former president of Massa- 
chusetts Accident which was reinsured 
by Union Mutual Life in 1940, At the 
time both McNeills, father and_ som, 
went into the new setup and, working 
together, they have done a fine job in 
organizing and expanding the companys 
A. & H. business. Chester W. McNeill 
is a vice-president of Union Mutual and 
continues in this capacity. 

Clifton McNeill, in addition to com- 
pany duties, is active in the Health & 
Accident Underwriters Conference being 
a member of its agency management 
committee. 
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AMERICAN AUTO CONFERENCES 





Starts Series at St. Louis and Pitts- 
burgh; Patterson, Lees, Beech Are 
Speakers; New Policy Featured 

Last week the _American Automobile 
Insurance Co. of St. Louis, held the first 
two of a countrywide series of educa- 
tional meetings for Its agents in connec- 
tion with its new, “all-out comprehen- 
sive personal liability policy. The first 
of the meetings were held in St. Louis 
and Pittsburgh. Other meetings will be 
arranged at convenient and strategic 
points by the heads of the company’s 
iwenty branch offices. ; ' 

The meeting in St. Louis, which was 
in charge of L. H. Antoine. branch man- 
ager, was attended by more than fifty 
representatives of prominent agency of- 
fees. A dozen members of the home 
ofice official family, including President 
0, L. Schleyer and Executive Vice- 
President Otto Patterson, were present. 

Mr. Patterson spoke on recent devel- 
opments in the automobile rate situa- 
tion, in which he recounted many im- 
portant events in automobile insurance 
rating history in the past three decades 
in which American Auto has played a 
leading role. Harry Lees, vice-president 
and head of the liability department, 
talked on the company’s new compre- 
hensive personal liability policy. 

The meeting held at Pittsburgh was 
arranged by Resident Vice-President Jet 
Parker, and was attended by nearly a 
hundred of the company’s agents in that 
district. The principal speaker was Ray 
J. Beech, superintendent of production 
jor the company. Taking part in the dis- 
cussions were Mr. Parker, members of 
his branch office staff, and James R. 
Hughes, resident vice-president in charge 
of the company’s Philadelphia office. 

Mr. Beech traced the history of lia- 
bility insurance from its earliest stages 
through recent trends toward the all- 
inclusive type of protection which Amer- 
ican Auto is giving in its new policy. 
The meeting was closed with an open 
forum discussion. 





TALKS ON CALIFORNIA CODE 





Department Official Tells Casualty- 
Surety Men Status of Agents in 
Military Service 
Wyckoff Westover, administrative as- 
sistant in the California Department of 
Insurance, on October 19, told the mem- 
bers of the Casualty & Surety Field- 
men’s Association of the Pacific South- 
west how Sections 1831 and 1831.5 of 
the Insurance Code affect insurance 
agents who enter the military service. 
He gave it as his opinion that the 
sections apply to all persons holding 
licenses from the department, whether 
life, fire, casualty, automobile, disability, 
marine, bail, surplus line or other classes. 
He explained how the sections waive 
the renewal of the licensee so long as 
he is in service and gave an explanation 
of how the six months period following 
termination of service was to be inter- 

preted. 

_He also told the fieldmen that the 
licensee may designate any one to con- 
serve his business during his absence, 
and that the designee need not be one 
familiar with the insurance business. 
Such designee will receive a certificate 
of convenience, which he must renew 
annually so long as the licensee is in 
service and must pay the fee for these 
renewals the same as if the licensee was 
renewing his regular license. 





NEWLY COMMISSIONED 
William K. Reeves, stepson of Otway 
Conard, assistant secretary, Standard 
Accident, and Bert Hanna, auto under- 
Writer in the same company, have been 
commissioned second lieutenants. Mr. 
Reeves will marry soon Miss Donna 
Copeland. ; 





F. & D. DECLARES DIVIDEND 
The Board of Directors of Fidelity 
and Deposit Co., Baltimore, at a meet- 
ing on October 14, declared a quarterly 
dividend of $1 per share, pavable Octo- 
ber 31 to holders of record, October 20. 
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New Pittsburgh Office Manager Suc- 
ceeds W. P. Smith; Is Veteran of 
First World War 
Frank H. Buck has been appointed 
manager of the Pittsburgh office of the 
Accident & Casualty of Winterthur, 
Switzerland, succeeding William P. 
Smith who resigned to enter the local 

agency business. 

Mr. Buck started in the insurance 
business as a local agent at Altoona, 
Pa. Later he became Pittsburgh branch 
office manager of the Bankers’ Indem- 
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lt doesn't take a magnifying glass to pick out the mishaps 





“Liability Insurance? 


nity. He also traveled the territory of 
Western Pennsylvania and West Vir- 
ginia for the Employers’ Liability, Con- 
tinental Casualty, New Amsterdam Cas- 
ualty and United States Casualty com- 
panies. 

Mr. Buck, native Pennsylvanian, was 
educated in the elementary schools at 
Gallitzin, Pa, later attended St. Fran- 
cis College at Lorretto, Pa., and then 
studied law at Duquesne University in 
Pittsburgh. He is a veteran of World 
War 1 where he saw combat service in 
France with the United States Marine 
Corps, and spent several months with 
the Army of Occupation in Germany. 





I can’t see it!” 


in this scene that may cause loss through liability 





DAVIS SPEAKS IN CHICAGO 
Roy L. Davis, Chicago manager, Asso- 
ciation of Casualty & Surety Under- 
writérs, was the speaker at the October 
meeting of the Casualty Underwriters 


Association of Chicago. Donald K. 
Weiser, Aetna Casualty & Surety, is 


president of the organization. 





The October issue of the monthly 
bulletin issued by the Continental Bank 
and Trust Co. of New York, “Estate 
and Tax News,” contains an article 
“Nearly All Wills Are Out of Date” 
which contains much of interest to in- 
surance agents. 
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Institute Enrollments 
Off Due to the War 


E. R. HARDY GIVES FIGURES 


Stresses in Annual Report Need for 
Greater Executive Interest in Train- 
ing of New Workers 
E. R. Hardy, secretary-treasurer, In- 
surance Institute of America, Inc., in re- 
porting on the past year’s activities and 
the outlook, said that early reports in- 
dicate a falling off in course registra 
tions due to the draft and enlistments. 
He cited that the New York Society 
was 50% off from 1941 figures; San 
Francisco's registration is about 80% of 
last vear’s, two-thirds of it being women; 
in Chicago about two-thirds of the stu- 
dents are also women and the rest ma- 
ture men, the young men having totally 
vanished. ; 
“It would therefore 
isk,”” said Mr. Ilardy, 


lively 


seem not too much to 


“that all executives take 


1 fairly interest in instruction for the 


new members of their staffs, especially women, 


in the fundamental principles of insurance, thus 


making their work more -interesting to them 


and as a result, making them more valuable to 








Sidelight on Federal Grand 


Tury Probe of Fire Insurance 


Of keen interest was E. C. Stone’s 


comments on the Federal Grand Jury 


probe of fire insurance now going on 
in Atlanta. Speaking informally, he in- 
that the whole purpose of this 


timated 





ion is to put into discard the 
old decision of Paul vs. Virginia, which 
held insurance not to be interstate com- 
merce and therefore not subject to Fed- 
eral regulation. Whatever the final ef- 
fect of the _probe may be, Mr. Stone 
said it was in line with a tendency on 
the part of a certain féw to concentrate 
business into a few large groups and 
subject it to Federal ownership. He 
scored trend vigorously but said 
that insurance must show greater dem- 
onstration that it can govern itself if it 
is to survive as private enterprise. 





this 








the companies. Experience seems to show that 









the man at the top is the one with influence 

is matter; if he is not interested in educa- 
t the members of his staff are not apt to 
be. All this merely leads up to the fact that 
the like all other educational bodies, 
s f year of difficulties, which may be 
11 nted successfully if this idea of training 
the new employes can be developed.” 


Membership Statistics 

Mr. Hardy then said that 2,532 regis- 
tered for the courses in 1942 compared 
with 3,129 in 1941 and 4,068 in 1940. Stu- 
dents came from thirty-nine states, D. 
of C., six provinces of Canada, Cuba, 
Hawaii and Philippine Islands. Of the 
number registered in January, 80.6% ac- 


tually sat; in May 72% sat, or an aver- 
age of 76.3% for the year. 
Mr. Hardy next referred to graduates 


of institute courses, there being forty 
last January and 140 last May. Greatest 
number was in New York’s society. Of 
certificates granted 16% were 
granted with the degree of magna cum 
laude and 25.8% were granted with the 
um laude degree. In the past eleven 
years 3,316 students have been gradu- 
ated. 


he 182 








Correspondence courses, which have 
been running since close of World War 
1, will be continued, Mr. Hardy said. 
Last year a total of 237 students took 
These courses 

The speaker prefaced his report with 

d facts on the origin and 
growth of vocational education, saying 
that the Wharton School of Finance in 
Philadelphia “may be considered as the 
first well established school for voca- 
tional training.” In 1905 Mr. Hardy be- 
gan his own career as a teacher of in- 


urance subjects at New York University 
1 it continued without interruption for 


and it 


thirty-five years. 
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E. V. Mitchell Dead 


Continental Casualty’s General Counsel 
19 Years with Company; Elected to 
Board in 1936; His Background 

Ernest V. Mitchell, 60, general coun- 
sel and director of Continental Casualty, 
and its affiliated companies, died at Pas- 
savant Memorial Hospital, Chicago, 
October 23. He is survived by his wife, 
Mrs. Lillian J. Mitchell; a sister and 
niece. 

With his passing the Continental com- 
panies have lost a valued counselor and 
personal friend. As general counsel he 
was forceful and direct, shunning red 
tape and confusion. His ability to see 
the humane side of any situation gained 
him much legal distinction. 

He came to Continental with a varied 
legal background and personal history 
of youthful pioneering. A graduate of 
Central Normal College, Danville, Ind., 
he was admitted to the Indiana bar in 
1903 and to the bars of Illinois and state 
of Washington in 1905 and 1907. His 
insurance career began as investigating 
attorney for the Travelers at Milwaukee 
in 1905. From 1906 to 1912 he practiced 
law ‘n Washington State, also acting as 
pacific coast attorney for an eastern 
surety company. In 1912 he went to 
Denison, Texas, as general attorney for 
Southwestern Surety & Insurance Co., 
and was made vice-president and general 
attorney for Southern Surety when that 
company took over the Southwestern 
Surety. He joined the legal staff of the 
Continental Casualtv in 1923 and was 
elected to the board in 1936. 

Among his affiliations Mr. Mitchell 
was trustee of the George Williams 
Junior College in Chicago: a director of 
the Chicago Y. M. C. A. Hotel: director 
and member of the administrative com- 
mittee, Illinois C. of C.; national coun- 
cillor, United States Chamber of Com- 
merce; president of the Insurance Fed- 
eration of Illinois, general counsel of 
Surety Underwriters Association of Chi- 
cago. 





GLENN CO. EXPANDING FORCES 





Ullrich and Clapham Join Firm; Armi- 
tage Agency Enters Enlarged 
Quarters in N. Y. 

Clarence M. Glenn, president, the 
Glenn Co., 250 Park Avenue, New York 
City, announces the appointment of 
Stanley V. Ullrich as assistant to Vice- 
President Howard B. Forwood, and John 
D. Clapham as manager of the agency’s 
new specialized contractors’ service de- 


partment. 
The agency, which represents the 
Standard Accident, does an extensive 


brokerage business in fire lines, and also 
conducts a life department, has taken 
enlarged headquarters at the Park Ave- 
nue address, and the Armitage Agency, 
Inc., has moved into the suite as office 
agent. William C. Armitage who con- 
ducts the Armitage firm, is a former 
vice-president of the National Surety 
Corp., and is an uncle of. Edward G. 
Armitage, vice-president of the Glenn 


O. 

Mr. Ullrich entered the insurance 
business in 1934 with N. F. Charlock & 
Co., New York brokerage firm, was with 
the New York Fire Insurance Co., and 
more recently with Brown, Crosby & Co. 
Mr. Clapham was formerly manager of 
the contractors’ service division of the 


-National Surety Corp., and of a similar 


department of the Standard Accident. 
S. B. TERRY, JR., EDITOR 


Succeeds W. H. Henshaw in Hartford 
Steam Boiler in Editing The Locomo- 
tive; Came from Cleveland Branch 

President C. C. Gardiner of Hartford 
Steam Boiler announces that S. B. Terry, 
Ir. has been appointed editor of the 
Locomotive, quarterly house organ of the 
company, succeeding Wallace H. Hen- 
shaw, now superintendent of agencies. 
Mr. Terry was formerly with the com- 
pany’s Cleveland branch office; has been 
in field and home office posts since 1932. 
He is a Yale graduate, specializing in 
engineering courses. 





Insurance Institute’s Annual Conference 


(Continued from Page 1) 


ness one to be carried on in the future 
as one of the free private enterprises 
which though subject to every reason- 
able governmental supervision still gives 
tull play to every proper bit of individual 
initiative and enterprise: or is it to 
become merely another of the many in- 
creasing governmental agencies ?” 

Mr. Stone intimated in this connection 
that whether insurance continues as pri- 
vate enterprise depends upon the effi- 
ciency and honesty of those who are 
carrying on the business. He urged 
therefore that one and all should deter- 
mine to put forth his best efforts to 
serve the public rather than to think 
only of “what we can make out of it.” 
He also felt that a greater effort should 
be made to establish insurance as a pro- 
fession, and said: “In facing the future, 
let’s determine that we will make insur- 
ance one of greater service to the in- 
suring public. Let’s also keep in mind 
that we owe a responsibility to the young 
men who have gone into the armed 
forces so that when the war is over they 
inay return to their old jobs with us.” 

Importance of Education 

Stressing the importance of education, 
the speaker said it should become a 
necessary part of the responsibility of 
those already in the business. In addi- 
tion, “we should, each one of us, each 
day, do something to help educate and 
train those coming into the business. 
This particular duty takes on added 
meaning in these war times when more 
and more of our boys are called into 
or enlist in the army and the navy and 
when others of the men may later be 
called into industries deemed most es- 
sential in the war effort. 

“If, as President Roosevelt has said, 
within a year one half of those engaged 
even in war production effort will be 
women, must we not look ahead to find 
well nigh the great majority of those in 
the insurance business drawn from the 
gentler sex? 

“There is no work to be done in this 
business of ours that cannot be effi- 
ciently done by women once they have 
been educated and trained. These girls, 
as well as everyone else, need to be 
grounded in the fundamentals of our 
business. They should know the pur- 
pose of our business which is to relieve 
our policyholders from worry, anxiety, 
and concern over the result of risks in- 
sured against and how best that purpose 
can be accomplished. 

“In the courses mapped out and made 
available by the Insurance Institute of 
America, Inc., the beginner in the in- 
surance business may learn the funda- 
mentals of our business and its first 
principles.” 

; E. R. Hardy’s Report 

Edward R. Hardy, veteran secretary- 
treasurer of the institute, presented a 
well-rounded report of the past year’s 
activities as secretary and indicated as 
treasurer that the institute, feeling the 
affects of a sizeable drop in registra- 
tions, ended its year with $16,090.65 in 
receipts and $17,423.04 in expenditures. 
He said that every effort would be made 
to keep the institute’s work up to a high 
standard; that its correspondence courses 
would be continued. It may develop, he 
added, that some of our insurance mem- 
bers in the armed forces may wish to 
take such courses or even prisoners of 
war in foreign wars. Mr. Hardy’s report 
as secretary is more fully reviewed on 
another page. 

Goerlich Sounds Keynote 

Arthur C. Goerlich, educational direc- 
tor, Insurance Society of New York, 
sounded what may well be the new key- 
note of the insurance educational move- 
ment when he declared that there is 
greater need today for holding these 
courses than at any other time. This is 
because trained male employes of insur- 
ance offices, drafted or enlisting, must 
necessarily be replaced by inexperienced 
help. The sooner the newcomers acquire 
knowledge of their jobs and knowledge 
of insurance fundamentals, the better 


for the business, and Mr. Goerlich 
clared that home offices cannot be - 
pected to do this training job akee 
Thus, the helping hand of insurance 
societies around the country as wel] > 
the institute is needed and badly, jn 
his opinion. : 

Human Interest Highspot 

Human interest highspot of the meet- 
ing was when Austin J. Lilly of the 
Maryland Casualty, as chairman of the 
nominating committee, submitted to the 
institute the new slate calling for re. 
election of all present officers. In par. 
ticular Mr. Lilly dwelt on President E 
C. Stone’s qualities of leadership and bis 
keen interest in the insurance educa. 
tional movement. He recalled the hectic 
period around 1925-26 when Mr. Stone 
fought the Massachusetts compulsory 
auto liability bill “tooth and_ nail” and 
inspired others—including Mr. Lilly—to 
do so in other parts of the country. 
His was a nice tribute from one execy- 
tive to another which Mr. Stone genu- 
inely appreciated. Vote was thereafter 
taken on the nominating committee's 
slate and all officers (aforementioned) 
were re-elected. John H. Grady, United 
States manager and attorney, General 
Accident, and John J. King, president, 
Hooper-Holmes Bureau, Inc., served on 
the committee with Mr. Lilly. 

The institute also elected to honorary 
membership Sir William Palin Elderton, 
manager and actuary of the Equitable 
Life Assurance Society of London, and 
who is president of the Chartered In- 
surance Institute of Great Britain. In 
addition, Orville F. Grahame, associate 
counsel, Massachusetts Protective Com- 
panies of Worcester, was made a fellow 
on the basis of his thesis, “Insurance 
Settlement Agreements.” He was for- 
merly an associate and is a graduate of 
the life insurance course of the institute, 

Horelick’s Educational Report 

N. E. Horelick, director of group an- 
nuities, Equitable Life Assurance Soci- 
ety, then reported as educational chair- 
man reviewing the past year’s activities 
and announcing winners of awards in 
the various courses. He said there were 
fourteen candidates for the E. R. Hardy 
award which tops all others. As previ- 
ously announced, it was won by Donald 
I. Knapp of New York, who is in the 
insurance department of the Texas Co. 
Mr. Knapp also won the casualty course 
prize with an average of 98.5%. 

Chairman Horelick said that no changes 
will be made in 1942-43 in the present 
setup of institute courses. A number 
of criticisms had been received and 
ironed out. Every effort will be made 
to popularize correspondence courses. 
No action will be taken on the sug- 
gestion of a new course in insurance 
selling. Special courses for women, an- 
other suggestion, is a live topic of in- 
terest and the institute welcomes com- 
ments on their value from its member 
societies. 

Among the out-of-towners who spoke 
at the meeting were Dexter H. Wilcomb 
of Manchester, N. H., study club; Louis 
F. Meyer, president, Insurance Institute 
of Hartford, and Harry Norcross, rep- 
resenting Kemper Institute of America. 





TRAVELERS WOMAN IN WAAC 
Lt. Evelyn Perry, WAAC, formerly in 
the home office of Travelers at Hartford, 
addressed the Des Moines Casualtv & 
Surety Club recently. She described the 
organization and activities of the Wom- 
en’s Army Auxiliary Corps which has 
established a training center at Fort 
Des Moines. 


IOWA CO. DOUBLES SURPLUS 

The Sentinel Insurance Co. of Des 
Moines, licensed to sell accident and 
health insurance in Towa, more than 
doubled its surplus during the two year 
period ending September 30 of this year, 
according to an examination report made 
to the State Insurance Department. The 
coueeny was reorganized in November, 





Octobe 


Onta 


FOR 


Canadiz 
Rec« 


Cana 
shortly 
insuran 
restrict 
private 
made 
Insurat 
sult of 
at its @ 
in. the 
presen’ 
plicant 
rating 
be we 
branch 
Associ 
ment | 
discou! 
catego 
to pu 
covera 
But 
that tl 
a case 
one 0! 
vate | 
merciz 
risks, 
financ 
Con 
gests 
stricte 
In c 
vate pé 
lations 
reason 
ditions 
of this 
the pe 
20%; 


insur 
Lenn 
orga! 
1932, 
Fr 
ance 
the 
Com 
insu: 
com 
Fire 
Pete 
com} 





ce 


lich de. 

e ex. 
| alone. 
Surance 
well as 
dly, in 


> meet- 
Of the 
Of the 
to the 
or re. 
Nn par- 
ent E, 
ind his 
educa- 
hectic 
Stone 
ulsory 
" and 
lly—to 
untry, 
exec 
genu- 
eafter 
ittee’s 
Oned) 
Jnited 
neral 
ident, 
od on 


orary 
rton, 
table 
and 
| Tn- 

In 
ciate 
om- 
low 
ance 
for- 
e of 
tute, 





October 30, 1942 








ERT 


SS OE EAST I. 





Page 29 








— 





n ee ae a oe 


66 
J a e 99 
ering tne 








Ontario Agents Ass’n. 
Seeks 20% Rate Cut 


FOR PRIVATE PASSENGER CARS 





Canadian Underwriters Ass’n to Study 

Recommendations; Also Restricted 

Use Endorsement 

Canadian Underwriters Association will 
shortly be asked to reduce some auto 
insurance rates by 20% due to further 
restrictions being placed on the use of 
private vehicles. The request will be 
made by the Ontario Fire & Casualty 
Insurance Agents’ Association as a re- 
sult of a resolution which was adopted 
at its annual meeting last week. There- 
in the agents requested (1) that the 
present requirement of securing an ap- 
plicant’s signature to the classification 
rating form for private passenger cars 
be waived; (2) that the automobile 
branch of the Canadian Underwriters 
Association carefully consider an amend- 
ment in rating procedure to grant 20% 
discount to cars with gasoline rationing 
categories of AA, A or B, with reference 
to public liability, P.D. and collision 
coverage regardless of business use. 

But it was suggested by the agents 
that the 20% discount be not allowed in 
a case where the vehicle comes under 
one of the following headings: (1) pri- 
vate passenger vehicles used for com- 
mercial delivery; (2) experience rates 
risks, or (3) risks requiring proof of 
financial responsibility. 

Continuing, the resolution then sug- 
gests the adoption of the following re- 
stricted use endorsement: 

In consideration of the restricted use of pri- 
vate passenger automobiles resulting from regu- 
lations by the oil controller of Canada and by 
reason of the special circumstances of war con- 
ditions the premiums charged under section A 
of this policy are hereby made subject, during 
the period of this insurance, to a reduction of 
20%; the premium payable being as follows 

. and not as otherwise stated in the policy. 





JOINS CONTINENTAL CASUALTY 


Petersen Leaves Service Fire; Now 

Comptroller of Three Companies in 

Continental Group 

Arthur E. Petersen, president of the 

Service Fire Insurance Co. of New York 
since 1939, will join the Continental Cas- 
ualty Co., Continental Assurance and 
Transportation Insurance Co., Chicago, 
on November 1, to become comptroller, 
taking over many of the responsibilities 
and duties of Rollin M. Clark, vice- 
president and secretary of the three 
companies. 
_ Mr. Petersen, 43 years old, was born 
in Chicago and was graduated from the 
University of Illinois. He entered the 
Insurance business with Marsh & Mc- 
Lennan in 1925 and remained with that 
organization in various capacities until 
1932, 

From 1932 until 1937, he was an insur- 
ance broker for his own account and in 
the latter year became associated with 
Commercial Investment Trust, handling 
Isurance operations for the C. I. T. 
companies. Shortly after the Service 
Fire was purchased by C. I. T., Mr. 
Petersen was elected president of the 
company. 


Dinner to John O’Hea 


Employes of the Newark branch office 

ot the National Surety Corp. staged a 
dinner October 20 in honor of John A. 
O'Hea, manager, on the occasion of his 
irst anniversary in charge of the New- 
ark branch. He was presented with a 
watch. A popular figure among North- 
ern New Jersey surety men, Mr. O’Hea 
's treasurer of the Surety Underwriters 
Association of New Jersey. 





“Aptitude Testing” Talk 
Given by R. E. Baker 


The Insurance Accountants Association 
of Chicago heard R. E. Baker, of the 
Hartford Accident & Indemnity’s West- 
ern department speak on “Aptitude 
Testing” on October 22 at Midland 
Hotel. Mr. Baker discussed present day 
conditions and the difficulty of many 
offices in obtaining enough help to meet 
their requirements. Nevertheless a care- 
ful examination of the personnel will 
be rewarded by fitting the right man to 
the right job. He is well versed in the 
subject and cited many examples from 
his long experience as office manager 
of Hartford Accident. Also discussed 
were the following current prob'ems: 

Many insurance companies are already 
experiencing a shortage of typewriters 
due to the return of machines that have 
been rented and any additional releases 
would work a hardship on them. The 
Victory Tax deduction, issuance of new 
policies and a few premium refunds be- 
cause of new automobile rates are ex- 
pected to require overtime for which 
employes get time and one-half over 
forty hours. 

Drafting of 18 and 19 year olds will 
affect different companies according to 
the policy they have pursued. Some 
companies that have followed a_ policy 
of training all of their men in their own 
organization will lose many who have 
just started training and were counted 
on to fill important positions which have 
been vacated due to the war. Those 
who have given women preference in 
the new jobs seem to be a little better 
situated. 

Roger T. Johnson, Aetna Fire, presi- 
dent of the accountants association, nre- 
sided at the meeting. Walter Hacker, 
Tohn Naghten & Co., is secretary- 
treasurer and R. H. Schroeder, Maryland 
Casualty, is vice-president. 





Agents Told to Replace Lost 


Business in Burglary Lines 

H. W. Steele, special agent, Royal In- 
demnity in Los Angeles, delivered a talk 
there at a recent meeting of the asso- 


ciated agents committee entitled “Let 
3urglary Insurance Fill the Gap.” Mr. 
Steele analyzed the different burglary 


contracts and urged the agents to fa- 
miliarize themselves with the forms of 
this and other allied lines as a means 
of securing new business to replace busi- 
ness that is being lost because of war 
conditions. 

L. L. Brown of the National Automo- 
bile Club gave a synopsis of the latest 
angeles of the gasoline rationing situa- 
tion. 

Past President W. H. Menn of the 
National Association of Insurance Agents 
commented briefly on the happenings of 
the national convention in Chicago. 


TAYLOR SUCCEEDS CLARK 

Charles Taylor Jr. has been appointed 
assistant secretary of the St. Paul- 
Mercury Indemnity Co., succeeding R. 
B. Clark who has entered military serv- 
ice. Mr. Taylor, who specializes in con- 
tract bonds, joined the company in 1940 
at the Detroit office, coming soon after- 
wards to the home office. Prior to join- 
ing the St. Paul-Mercury, he was first 
with the Standard Accident and later 
with the Seaboard Surety. 





A. & H. ELECTION NOV. 5 

Accident & Health Club of New York 
will hold its annual election of officers 
on November 5, meeting at Hotel George 
Washington for dinner. Twenty-six 
members of the club are in the service 
and to each of them a Christmas gift 
of a $5 money order will be sent by 
November 15. 


R. J. KEANE PROMOTED 





Continental Casualty Names Him New 
York Branch Manager of Disability 
Division; His Background 





KEANE 


ROBERT J. 


The Continental Casualty has appoint- 
ed R. J. Keane as manager of the New 
York branch of its disability division. 
He has been with the company since 
1938 as agency supervisor, traveling the 
Eastern seaboard. 

Mr. Keane is a graduate of Fordham 
University and entered the insurance 
field in 1934 with the Aetna Life (Luther- 
Keffer agency), resigning in 1935 to go 
with the Equitable Society, specializing 
in life and accident and health. 

It is in recognition of his outstanding 
job as agency supervisor that the Con- 
tinental Casualty has called him into 
New York to manage the New York 
branch. 

Mr. Keane is thoroughly experienced 
in the accident and health business, not 
only from a promotional but also from 
an underwriting standpoint. He has 
given invaluable service to agencies in 
developing a substantial premium volume 
in A. & H. and hospitalization, both 
Group and individual. 


Safety Congress 


(Continued from Page 25) 





of our military forces wounded, captured 
and killed in action. It seems incredible 
but it is true. 

“Since December 7, accidents have cost 
us more than three billion man-hours— 
the same productive energy involved in 
building one hundred aircraft carriers. 

“These startling figures, it seems to 
me, provide a ready answer to every 
natriotic American who is sincerely ask- 
ing, ‘What can I do?’ The continued 
and uninterrupted effort of every Amer- 
ican will be needed to win this war, and 
to hasten the dav of victory. Therefore 
it is in the direct national interest for 
every American to do his utmost to cut 
down this accident rate, to wage a per- 
sonal war on accidents—Axis ally.” 

Dr. Morris Fishbein’s Talk 

Another subject of current interest 
was that discussed by Dr. Morris Fish- 
bein, editor, Journal of the American 
Medical ASsociation, on “Saving Man- 
power for War Power.” In part, he 
said: 

“The pages of newspapers and maga- 
zines and the voices that come over the 
radio are emphasizing again and again 
today the need of manpower for the 
war effort. 

“The medical profession as early as 
1940 realized the necessity for scientific 
study and allocation of manpower in 
the medical profession to meet the needs 
of the armed forces, of industry and of 
the civilian population. We possess ade- 
quate inventories of the doctors of the 


N. Y¥. MUTUAL CASUALTY ASS’N 


Opens New York City Offices; Retains 
Miss Maycrink As Actuary, 
Brown Announces 
The Association of New York State 
Mutual Casualty Companies has opened 
its New York City office at Room 21%, 
Lincoln Building, 60 East 42d Street, C. 
W. Brown, president of Merchants Mu- 
tual Casualty, and president of the As- 
sociation has announced. Membership, 
Mr. Brown explains, covers all but three 
of the mutual casualty companies organ- 
ized and doing business under the laws 

of New York State. 

Emma C. Maycrink, fellow of the Cas- 
ualty Actuarial Society, has been re- 
tained as actuary for the Association. 
Miss Maycrink for many years was as- 
sociated with the New York State In- 
surance Department, from which she re- 


cently resigned to assume her new 
duties. 
The Association is controlled by a 


Governing committee consisting of the 
following companies: Coal Merchants 
Mutual, Greater New York Taxpavers 
Mutual, Jamestown Mutual, Lumber Mu- 
tual Casualty, Manhattan Mutual Auto 
mobile Casualty, Merchants Mutual Cas- 
ualty and Utica Mutual. 





nation with their capacities to serve ir 
various positions. By recruitment an 
enlistment the needs of the armed forces 
have been supplied I have grown 


1 
i 


1 as they 
month by month, year by year. 

“To meet the needs of industrial med 
icine, a special inventory of industrial 
physicians has been made. We know 
that in ordinary times in our country 
15% of industrial medicine is carried on 
by specialists in this field, 85% by gen- 
eral practitioners who give part of their 
time to this work. Almost immediately, 
through the Council on Industrial Health 
of the American Medical Association and 
special committees on industrial health 
associated with the Procurement and 
Assignment Service for Physicians, Den- 
tists and Veterinarians, and the Health 
and Medical Committee of the Office of 
Defense, Health and Welfare, improved 
instruction in industrial medicine was 
undertaken in many universities; state 
medical societies were urged to establish 
extension courses and graduate work in 
this field. The demands on the medical 
profession for industrial physicians to 
meet war needs are being successfully 
answered. 

Shortage of Doctors 

“Again and again we hear that there 
is a shortage of doctors for the civilian 
communities. Forty-two states have for 
the present supplied to the armed forces 
doctors to such an extent that their pop- 
ulations have remaining about one doc- 
tor for each 1,500 people. Six states, 
including New York, Illinois, California, 
Massachusetts, Pennsylvania and Con- 
necticut, have not yet reached this quota, 
and these states are being urged to sup- 
ply the physicians now needed for addi- 
tional recruitment in the Army, the 
Navy and the Air Force medical depart- 
ments. 

“Policies have be ited by all of 
the agencies and organizations 
cerned to meet the needs of boom towns, 
munitions manufacturing areas and 
other places in which wartime migration 
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of populations has changed the distri 
bution of population in relation to dis 
tribution of the medical profess ] 
is believed that by scientific planni1 g 





and by volunteer enrollment of physi- 
cians, who have alwavs reco € heir 
wartime duties, that. physicians can be 


supplied for the needs of 
forces and industry and the civilian | 
ulations. 

“Today we still have 
population better than 
every 1,500 people : 
one doctor for ev 
it is reported 
may be as few as 
12,000 people The 
the problem of all 
can be solved if it i 
tifically and solved too und 
cratic system of government.” 
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EVANS’ LETTER TO AGENTS 





American Casualty President Points to 2070 Of National Surety’s Typewriters 
“Go to War’; Manpower Surety Made 


A. & H. As Greatest Oppor- 
tunity Today 

“For every problem or obstacle, the 
war has also brought about many great 
new insurance opportunities which we 
have never had before,” says H. G. 
Evans, president, American Casualty 
Co., Reading, Pa., in a recent letter to 
agents of the company. “Therefore,” he 
savs, “it is important that we all con- 
centrate on the new opportunities rather 
than dwell upon the problems.” 

Mr. Evans tells of the new fields in 
automobile liability, public liability, burg- 
lary, plate glass, compensation and fidel- 


itv and surety bonds, but he says the 
ereatest onportunity of all is in acct- 
dent and health for the following rea- 


sons: 
“a The worker who is today earning 
two or three times as much as he ever 
did is acutely aware that his ability to 
work and earn money is the most valu- 
able asset he has todav. Now that he 
has the money to pay the premium, can 
he afford not to protect his income ? 
“lh In addition to protecting his in- 
come, he needs medical expense cover- 
age because the additional expenses of 
an accident or illness will be greater. 
Many cases which might have been 
treated at home will now require hos- 
itol attention 
“e As an American Casualty agent, 
"are in an enviable position to pro- 
tect the peonle of your community with 
A & H You have a com- 
plete line of highest type policies 
1 the market with which you can meet 
the requirements of professional men, 
industrial workers and 


INSMTINCE 


the 


bustness men, 
rcups. 

“d. In selling A. & H. protection to 
croups of insureds on a franchise basis, 
many agents are alreadv awakening to 
the possibilities of this field. Conscien- 
tious effort on this line will enable any 
agent to increase his income bv at least 
$200 a month without the usual collec- 
tion or renewal problems of other types 
of insurance. 

“e. Authorities are unanimously agreed 
that American cities will be bombed be- 
fore this war is over. Point out to your 
customers that our selective, emergency, 
and A-C policies cover civilian war in- 
juries. A separate war injury policy is 
available for purchasers of other poli- 


cies 





National Surety Pays Honor 
To South Dakota Postmaster 


The National Surety Corp. has is- 
sued a special issue of “The National 
Fieldman” in honor of Edwin H. Bruem- 
mer, postmaster at Huron, S. D., who 
has been bonded continuously by the 
company for fifty years. He started as 
a telegraph operator with the Great 
Northern Railroad at Watertown, S. D., 
in 1892, when he was first bonded by 
the company. He remained with the 
railroad in various capacities for forty- 
one years, until he was appointed post- 
master in 1932. 

“The National Fieldman” also men- 
tions thirteen other postmasters who 
have been under bond by the company 
for years, dating back to 1913, and four 
other public officials who have been 
covered by the company for many years. 
“We probably have more postmasters 
under continuous bond than any other 
tvpe of official,” the publication says, 
“because of their long terms of office.” 
POPHAM HEADS BUFFALO CLUB 

The Casualtv & Surety Club of Buf- 
alo. N. Y ha elected the following 
officers for the coming year: President, 
Kenneth R. Popham, manager, Fidelity 
& Deposit; vice-president, Robert Lentz, 
secretary, Buffalo Fire Office; secretary- 
treasurer, Robert T. Schaller, manager, 
National Surety Corp. 

Directors, elected for a three year 
term, are as follows: Frederick Wheel- 
er, vice-president, Tiernon & Co., and 
D L. Outerson, manager, Hartford Ac- 
cident & Indemnity. 


Following a survey of its thirty-two 
field offices throughout the nation, to 
meet a manpower shortage caused by 
the selective service draft among its 
male employes, the National Surety 
Corp., not only solved its clerical prob- 
lems, but was able to sell 109 standard 
size typewr'ters to the Government, it 
is revealed by the War Production 
Board. 

Vincent Cullen, president of the com- 
pany, told Lynn Eaton, a regional WPB 
official supervising the drive in this area 
to obtain 90,000 machines built since the 
year 1935, that National Surety, in mak- 
ing available 25% of its typewriters, al- 
most equalled the proportion of the com- 
pany’s male employes who have been 
inducted into the armed forces. So far 
approximately 30% of the men among 
the 900 persons working for National 
Surety have joined the colors. 

One of the heartening aspects of the 
company’s sale of the typewriters, Mr. 
Eaton pointed out, was the fact that 
National Surety did not wait for the 
government to call upon it to sell the 
machines. 

Fie'd Survey Made 

Recently, Mr. Cullen and company of- 
ficials, faced with a serious manpower 
shortage because of the draft, visited 
their branch offices throughout the na- 


tion to see what relief measures should 
be taken. Because surety companies 
handle a vast amount of Federal and 
state surety and performance bonds, 
office routine requires the preparation 
of countless reports and forms, in some 
instances a dozen copies of each, in 
order to comply with the law. It also 
calls for absolute accuracy in typing, 
otherwise a complicated bond form may 
be declared invalid. 

After the survey it was agreed that 
by giving branch managers in the field 
authority “to function under their own 
power” in many instances, virtually 50% 
of all the paperwork between them and 
the New York office could be pruned. 
Inasmuch as incoming and outgoing cor- 
respondence at the home office amounted 
to about 80,000 pieces a week, the time 
and labor savings were enormous. 

Mr. Cullen thinks that by now scme 
of his company’s typewriters must be 
finding their way into the battle zones. 
Himself a veteran of the last war, he 
declared he appreciated the critical need 
for typewriters, having seen American 
machines used throughout France. 
“Hence, I do not think National Surety 
is any more patriotic than any other 
firm which sells typewriters to be used 
by our fighting men,” Mr. Cullen de- 
clared. 
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(Continued from Page 12) 


family of ten. the company would pay 
the sum of $10. But if grandpa had died 
within the contestable period of two 
years and, at the time of taking the 
policy, had any disease of the brain or 
nervous system, heart, lungs, cancer or 
tumor of any kind, vertigo, hernia, rheu- 
matism, tuberculosis, goiter, or any oth- 
er serious disease or infirmity, then 
there would be no liability. If the baby 
died, the total liability of the company, 
if any, would be $15. If 61-year-old 
Uncle Bill passed away under-the proper 
circumstances, the company would pay 
$15. 

“In order to collect the much-adver- 
tised $1,000 for natural death, the en- 
tire family must die between the ages 
of 11 and 35. In order to collect the 
much advertised $2,000, all ten must be 
killed while riding in an automobile, bus, 
truck, or taxicab, or all struck, knocked 
down or run over by an automobile, 
bus, truck or taxicab, and all die within 
fifteen days of the accident. Time does 
not permit a full description of what is 
necessary in order to collect the $3,000 
benefits which contemplates the death 
of the entire family while riding as fare- 
paying passengers within the enclosed 
part of a railway passenger carrier or 
steam vessel. 

“All such companies domiciled in II- 
linois are under the jurisdiction of our 
Insurance Department. If the family 
Group dollar-a-month variety of insur- 
ance is to be condemned, then I too am 
affected. As Insurance Director of IIli- 
nois, I must explain and justify my posi- 
tion, or stand convicted of official neglect 
or vacillation. 


Department Alert 


“Under these circumstance’, I assure 
you that the Department has not been 
idle. I can further assure you that 
remedial action will be consistent with 
the law and with American business 
ideals. 

“At the outset there are some propo- 
sitions upon which all impartial persons 
should agree. For example, there is 
nothing basically wrong in writing lim- 
ited policies of insurance. This is true 
because every policy of every company 
is limited in some respect. The entire 
business of insurance rests on a founda- 
tion of limited liability. Almost every 
policy is conceived and carefully writ- 


ten by the insurer and is definitely lim- 
ited in scope. 

“Then, the plan of insuring more than 
a single risk under one policy is both 
ancient and sound. To forbid that prac- 
tice would require the disapproval of 
thousands of contracts that are bene- 
ficial both to the carrier and to the in- 
sured. Examples are abundant. Even 
the most radical complainant must ad- 
mit that the idea of insuring members 
of a familv or a family tree is analogous 
in principle to insuring a business fam- 
ilv of emnloyes, or a groun of fiduciaries 
who are bonded under a blanket indem- 
nitv contract. 

“Moreover, the legitimate use of the 
mails, the press and the radio as a me- 
dium of advertising, is so universal as 
to require no defense. The suggestion 
that such a privilege be denied entirely 
is fantastic. 


What to Do? 


“With these facts admitted, as they 
must be, the Supervisor’s dutv is re- 
solved to this question: What should be 
done to curb a merchandising practice 
which is fraucht with borderline fraud 
and deceit. In other words. what can, 
or is to be done to discipline men of 
the industry who lack that degree of 
forthrightness that should and generally 
has, characterized the business as a 
whole? Tt is a serious problem for sev- 
eral reasons. It is serious because the 
continued existence of such an evil tends 
to destrov business ideals. It is serious 
because it threatens to sabotage years 
of labor and education on the part of 
enlightened management. And _ finally, 
the correction of this peccancv in the 
field of business involves a_ philosophy 
of government which affects the whole 
industry. 

“In the order mentioned, let me first 
explore the question of business ideals. 
There are in the ranks of everv pro- 
fession, trade and business the offspring 
of two proven sires—the nrogenv of 
honesty, and the progeny of greed. In 
the long pedigree of the insurance busi- 
ness, whether it be life, fire or casualty, 
there will be found the sons and grand- 
sons of both original sires. 

“T cannot say that the progeny of 
greed is confined to any one class of 
companies, or any kind of policy. The 
bold type and red ink of the printed 
page, and the hocus-pocus of the radio 
announcer are but modern characteristics 
of the original sire of deception and 
greed. They are traits and behaviors 


the industry as a whole. To permit 
mesalliance in the industry during this 
war period when the people are alre ty 
confused by the daily cry of Walt 

; : ; olf! 
Wolf!’ would indeed be unfortunate I 
would shake the confidence and { ‘ 
which the public now has in the bee 
‘ . ° ° eat 
institution of insurance. 

“Education, that has been the effort 
and purpose of the industry, is also ; 
volved. The extreme reach of the United 
States mails, the wide distribution of 
the press, and the incalculable breadth 
of the airwaves, now threaten to under. 
mine the foundation of integrity and 
good faith which, over the years has 
been so carefully laid by the pioneers 
of the business. The agency field with 
its hundreds of thousands of men and 
women who explain to the public what 
it buys and what is protected, is also 
affected. Sixty-eight per cent of our 
people believe that insurance companies 
make fair settlements, and so public 
opinion is likewise involved. 

Governmental Phase 

“Finally, the problem of ‘what to do’ 
poses a broad question of governmental 
policy. The problem of administrative 
procedure is one of far-reaching impor. 
tance. Public officials are entrusted with 
large authority and must necessarily 
carry great responsibilities. No reason- 
able man can doubt that government 
with the wealth and power that taxation 
provides, can ultimately crush private 
enterprise. No one educated in_ the 
school of experience will deny that goy- 
ernmental power, arbitrarily and persist- 
ently exercised, can ultimately destroy 
individual rights, however constitutional 
those rights may be. 

“Which takes us back to the historical 
debates of our forefathers—'‘Ts it better 
that our society be ruled by men, or 
governed by laws?’ If we choose the 
latter, a government by law, as did those 
sturdy disciples of freedom a century 
ago, then we must look to the law, rather 
than to men for redress or reform. If 
we choose the former, the rule by men, 
then I, as a Supervisor, should exert 
power and authority to crush any prac- 
tice which I consider to be an evil one. 
To follow such a course is to put all 
insurance, good and bad alike, at the 
mercy of one man’s judgment. It means 
forebearance or usurpation of power ac- 
cording to the opinion, disposition, or 
prejudice of a temporary administrator. 
You and I have learned that even courts 
of law under a representative form of 
government, can serve only as a tempo- 
rary refuge from the theocratic adminis- 
trator who is bent on imposing his in- 
spired will. 

Follow Sound Practice 

“In the long run, all of us, as free 
Americans, will be served best by a pa 
tient adherence to the written law. In 
addition to remedial action available un- 
der the Illinois insurance code, and 
which is now under study, let me add 
a suggestion for you of the industry. 
Would it not be well to follow the lead 
of that band of well-managed and reput- 
able companies which offer to the insur- 
ing public a limited policy, fairly priced 
and honestly sold that can meet the need 
of the low income group. 

“It is neither sound nor proper to 
abandon any class of our people to ex- 
ploitation. The opportunity for public 
service should not be neglected. In ad- 
dition to correcting the abuse now ful- 
ly recognized by the state, a method 
should be devised by the industry that 
will supply, by sound and honest meth- 
ods and at a low price, the insurance 
needs of thousands of people who seek 
a modest protection against death, acc- § 
dent and disease. i 

“Such action by the industry would be F 
consistent with the three objectives | 
have mentioned. It would maintain our 
business ideals. It would advance edu: 
cation and enlighten a multitude of our 
people who should understand and share 
the benefits and protection of insurance, 
and it would remove the necessity for 
continued governmental intervention, Fy 
whether that intervention be disciplinary Fj 
in character or calculated to supply 4 
public need through the agencies of the 
Federal government.” 
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N the building of America no more dramatic contribution has 
been made than transportation’s “magic carpet” created in the 
nation’s aircraft and engine factories. 

Within the space of a few short years the demonstrated performance 
of large and fast passenger and cargo-carrying airplanes and flying 
oe boats has made an invaluable contribution to the American way of 
mpo- life and has revolutionized established concepts of time and distance. 
ninis- No less breath-taking than the speed of our fastest planes has 
is in- been the phenomenal growth of America’s aircraft industry. Four 
short years have seen the evolution of an infant industry employing 
free but 24,000 workers into a giant organization now employing over 
a pa- / 2,000,000. In that time, too, the value of its production has increased 
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from $107,000,000 to over $10,000,000,000. 
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and The strength of America’s aircraft industry, now keyed to our 
> add e War Program, will exert an augmented power in the further build- 
ustty. ing of America when peace returns. 


» lead 


sie 2 The aircraft industry is unquestionably the most potent pro- office in America, the Royal-Liverpool Groups offer their repre- 

priced | tective weapon in the armory of the United Nations. sentatives unexcelled underwriting and Service facilities with 

need Hand in hand with this military protection is the financial pro- respect to all forms of Aircraft insurance. May we tell you 
tection of insurance—which safeguards the vast values invested about them? 


er to in plants, equipment, and products. Insurance, too, through its - - — 

O ex: collateral Engineering and Loss Prevention Service, minimizes AGEN TS AND BROKERS—Have you told property owners | 
public hazards of loss or damage. Through the facilities of Aero Insur- D. your te about the importance and availability of War 
n 2 rance Underwriters, the oldest established aviation insurance amage insurance: 
y ful- 
ethod 2 


3 ROYAL: LIVERPOOL GROUPS 


“ ONE HUNDRED FIFTY WILLIAM STREET, NEW YORK, N.Y. 


Id be AMERICAN & FOREIGN INSURANCE COMPANY + BRITISH & FOREIGN MARINE INSURANCE COMPANY, LTD. + CAPITAL FIRE INSURANCE COMPANY OF CALIFORNIA + THE LIVERPOOL 
THE_NEWARK FIRE INSURANCE 


ves & LONDON & GLOBE INSURANCE CO. LTD . THAMES & MERSEY MARINE INSURANCE COMPANY, LTD ° QUEEN I RANCE COMPANY OF AMERICA 























n our COMPANY + FEDERAL UNION INSURANCE COMPANY + ROYAL INSURANCE COMPANY, LTD SURANCE COMPANY OF AMERICA 


edt- 
f our & 
share | 
‘ance, b 
y for 
ntion, 
inary 
ply af 
f the F 











a Pail 


ECENTLY, a man with dusty clothes 

but uncalloused hands stood before a 
group of hard-fisted construction workers and 
told them they shouldn’t go out on the job 


unless they wore their hard “crash helmets.” 


His announcement was greeted with toler- 
ant scepticism and here and there an amused 
grin. After all, ‘hey knew their jobs and how 
to take care of themselves—and no outsider 
was going to come around telling them what 
kind of hats to wear. Particularly something 
called a “safety engineer” from an insurance 
company. 

However, some of the workmen took the 
advice to heart. One of those had a job at the 
bottom of a 39-foot shaft. He knew that 
every now and then a tool slipped or a stone 
came loose—and at the bottom of the shaft 
there was not much room to duck. Sure 
enough, the next day an old cement bucket 
became dislodged at the shaft’s mouth and 
falling, struck the man squarely on the head. 
And though the hat was driven hard around 


his ears, the workman suffered no injury. 


The ‘ale of 


























The next day, the safety engineer collected 
the dented hat and bucket and placed them 
where all could see. Above them, he put this 
sign: 

THIS BUCKET KICKED A MAN, 
BUT BECAUSE OF THE HAT 
THE MAN DIDN’T KICK THE BUCKET! 


Krom that time on, the crash helmet became 
as important to the men as the tools they 
worked with. Other safety measures were 
taken more seriously, too. And of course, the 
accident rate began to drop. 

This experience, taken from the files of The 
Travelers Insurance Company, is but one 
example of the constant war the Travelers 
Safety Engineers are waging against indus- 
trial accidents. And it is a war in which they 


have been amazingly successful. Being spe- 


cialists at their business, they have pointed 


out many a short cut to safety. 


Today, when time is so precious and skilled 
hands are so valuable, the man laid up_be- 
cause of an avoidable accident is a serious 


bottleneck that slows down our war effort. 


If high accident rates (and high insurance 
rates) have been plaguing you, get in touch 
with the nearest Travelers office; and let one 
of our men examine the situation. Remem- 
ber, no other insurance organization in 
America has had as much experience and suc- 


cess in reducing accidents as The Travelers. 


MORAL: Insurein The Travelers. All forms 
of insurance. The Travelers Insurance Com- 


pany, The Travelers Indemnity Company, 


The Travelers Fire Insurance Company, 


Hartford, Connecticut. 
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